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An encouraging report 
attributed to W. H. Nagle, president 
of the Chelsea Clock Co., Chelsea, 
Mass., is to the effect that during 
1933 his company sold more of the 


am AND WE SOLD 
3} OO MORE HGH - ) 
PRICED CLOUKS 








higher priced clocks the concern pro- 
duces than of any other clock manu- 
factured in the plant during either 
1931 or 1932. 
newed appreciation of high grade 
products and the policy of his com- 
pany is being guided accordingly. 
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= his return 
from Washington, D. C., where he 
attended the sessions of the Code Au- 
thority Conference, March 5, 6 and 
7, William D. McNeil, chairman and 
executive officer of the National Re- 
tail Jewelry Trade Council, said that 
he was particularly impressed with 
the spirit of frankness and coopera- 
tion which prevailed at the sessions 
but said that he felt that too much 
time was devoted to addresses and dis- 
cussions dealing with labor and con- 
sumer problems and not enough to 
the manufacturing and distributing 
angles of the situation. In_ his 
opinion labor is getting its full share 
of consideration and in justice to the 
manufacturers and distributors can- 
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This indicates a re-- 
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not expect: much more to their ad- 
vantage. 

He brought back a vivid impres- 
sion of the personality and fine 
strength of President Roosevelt. Gen- 
eral Johnson impressed him as a de- 
termined, powerful leader strong in 
his faith that the NRA will work 
out a successful solution of business 
conditions. 

He added that in all probability 
the National Recovery Administra- 
tion will select a man to act for each 
of several Code Authorities in the 





distributing trades as the Administra- 
tive Member of the Code Authority 
in the industries selected. This will 
include the retail jewelry trade. It 
is expected that such a man will not 
be a member of the NRA or the 
trade which. he will represent. A 
New York office will be opened in 
this instance. 
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at present approximately 150 jew- 
elry designers in this country who 
are as a Class a very important factor 
in our industry but who have had 
very little encouragement. They have 
in many instances have been driven 
into other fields of employment to 
earn a living,” says C. A. Jakobb, 
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instructor in jewelry design at the 
General Society of Mechanics and 
Tradesmen, 20 W. Forty-fourth 
Street, New York. 

Mr. Jakobb points out that since 
millions of dollars go into the produc- 
tion of fine jewelry and that not an 
article becomes an artistic creation 
YOuD BETTER HOLD ON To ‘EM 
a 4 
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without first involving the work of a 
designer that the whole jewelry in- 
dustry is dependent on the capabilities 
of these designers. Such work he de- 
clares should be fostered and en- 
couraged if the jewelry trade of the 
United States is to hold its place as 
a producer of artistic articles of 
adornment. 
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— of higher wages 
paid by the industry in Canada, 
English silver toiletware manufac- 
turers could lay their products down 
cheaper and large Canadian depart- 
mental store buyers purchased the 
British product in preference to the 
Canadian, A. J. Roden, of Roden 
Bros., Limited, manufacturers, To- 
ronto, told the Tariff Board at Ot- 
tawa recently. 

“If we had the same labor condi- 
tions here as in England we would 
not worry about corralling the toilet- 
ware business,” Mr. Roden stated. 
“Since 1920, Canadian silver toilet- 














ware manufacturers had experienced a 
shrinkage in their business due to 
higher scales of wages being paid to 
workers in the trade in this country. 
Displaying advertisements of large 
Canadian departmental stores, Mr. 
Roden said in one case only one out 
of 10 advertised sets was Canadian 
made. In another, eight sets were 
advertised—all of British manufac- 
ture. 

Joining together, three Canadian 
jewelry manufacturing companies— 
Henry Birks & Sons, Limited, Mon- 
treal, International Silver Co. of 








Canada, Limited, Hamilton and 
Roden Bros., Limited, ‘Toronto— 
asked for upward revision of the cus- 
toms duties on sterling silver toilet- 
ware. ‘The application was opposed 
by Birmingham Jewelers and Silver- 
smiths Association, London Manufac- 
turing Silversmiths Association, Chas. 
S. Green & Co., Birmingham and 
Barker Bros., Birmingham, all Old 
Country firms. 
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Pheued S. Carpenter, 
of the Albert Walker Co., Provi- 
dence, R. I., speaking at a recent 
hearing on the wholesale jewelry code 
in Washington, said: 

“The so-called industrial catalog 
wholesalers—and that term has been 
used a good deal—should not operate 
under the wholesale jewelers’ supple- 
mental code, because— 

“First, they are primarily retailers, 
and not wholesalers. 

“They do not to any extent fulfill 
the functions of wholesale jewelers. 
The proper business of the wholesale 
jeweler is supplying merchandise to 
retailers for resale. 

“This is not done, and cannot be 
done by the dealers referred to. The 
retail jewelers regard them as ene- 
mies, and unfair competitors. 

“Second, their methods are sharply 
disapproved by many manufacturers 
who distribute their products through 
wholesale jewelers. ‘These manufac- 
turers endeavor in every legal man- 
ner to prevent the sale of their goods 
by industrial jobbers, so-called, be- 
lieving that their operations are a 


menace to the retail jeweler, and sec- 
ondarily to the wholesale jeweler, 
through whom the manufacturer 
seeks to market his goods. From the 
manufacturer’s standpoint, therefore, 
they are disqualified to pose as whole- 
sale jewelers. . 

“Third, their recognition as whole- 
sale jewelers would give them a stra- 
tegic advantage in buying, which 
would furnish them the weapons to 
complete the annihilation of the regu- 
lar wholesale jeweler, whose success 
depends on that of the retailers. 
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Lawne the middle 


of January, there suddenly appeared 
in Japanese waters, the destructive 
red current, which seems to be a small 
sea plant that chokes off all air and 
light thus destroying life and vege- 
tation. This unusual phenomenon did 
most damage in Gogasha Bay, the 
main pearl fisheries in Japan, and 
reached its worst point about the mid- 
dle of February. 

This is one of the perils that the 





pearl fisheries have been subjected to 
at all times. In the past the damage 
would last but for a few days; 
whereas, this year, the nature of the 
red current was much stronger and 
lasted much longer. 

It is estimated that as a result of 
this last visit of the red current to 
Gogasha Bay, eight million mother 
oysters were killed. This matter is 
at present being investigated by Dr. 
C. A. McClung, head professor of 
Biology, University of Pennsylvania, 
Philadelphia; Dr. K. Miyake, Tokio 
Imperial University, Tokio; Dr. T. 
Kawamura, Kyoto Imperial Univer- 
sity, Kyoto; Dr. M. Miyajima, well 
known biologist, personal friend of 
Mr. K. Mikimoto. They are trying 
to determine whence the red current 
comes, where it goes, and what its 
definite and specific nature happens 
to be. 
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[, a recent letter 
to the JewEeLers Circurar, D. P. 


30 





Paul, head of the D. P. Paul Co., 
Norfolk, Va., says: 

“We are more than pleased to ad- 
vise that conditions here seem to be 
improving. The general public seems 
to be in very much better spirits, and 
we hope that the year 1934 will show 
a substantial improvement over 1933.” 
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4d 
Employment has increased 
more than 36 per cent and payrolls 
have advanced more than 25 per cent 


JEWEL 





in the jewelry industry since the modi- 
fied President’s reemployment agree- 
ment went into effect,’ Edward O. 
Otis, Jr., secretary of the New 
England Manufacturing Jewelers’ 
and Silversmiths’ Association and 
secretary of the Council of Jewelry 
and Allied industries stated, at a 
luncheon discussion conducted re- 
cently at the Providence-Biltmore 
Hotel under the auspices of the Town 
Criers of Rhode Island. 

“The' jewelry industry,” he de- 
clared, “saw in the NRA an oppor- 
tunity for putting its house in order 
and has done so.” He added that 
under its code “the industry has ac- 
complished by a simple set of rules 
a cleaner procedure in making and 
selling goods than it has ever had 
before.” “The few recalcitrants,” he 
said, “are rapidly being brought into 
line and more than 90 per cent of 
the industry are strongly behind the 
code. All complaints have thus far 
been satisfactorily adjusted by the 
Code Authority,” he added. 


q¢ 4 


An Associated Press 
dispatch from Waltham, Mass., on 
March 16, reports that the Waltham 
Watch Co. on that date announced 
a 10 per cent wage increase for 2000 
of its 2300 employees retroactive to 
March 5. It was the second increase 
to be granted since last summer when 
the company embraced the NRA. A 
20 per cent increase was given in the 
fall, and from last August until the 
present, the factory increased its 
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operatives by nearly 1000. Only the 
apprentices were unaffected by the 
day’s announcement. 
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By furthering and 


enhancing the present national move- 
ment toward more gracious living 


NOw 9 THE CRE TALKING MY 
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through creative manufacturing, ad- 
vertising and merchandising, the 
jewelry industry can contribute impor- 
tantly to complete national recovery 
in 1934,” says J. M. Robinson, of the 
Libby Glass Mfg. Co., Toledo, Ohio. 
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pf J. Collins, speaking 
for the Ostby & Barton Co., Provi- 
dence, in relation to business condi- 
tions, says: 

“Our incoming business for the 
months of January, February and 
March has been most gratifying and 
every month is a considerable increase 
over the same period for last year. 

“Our factory has been extremely 
busy filling actual orders and attempt- 
ing to accumulate some stock against 
orders which we are certain to write 
during the coming few months. We 
are most hopeful for fine Fall busi- 
ness and believe the wholesale jeweler 
is going to place substantial orders 
when our men call in April.” 
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To the March-April 


issue of International Silver Service, 
C. R. Gardinor, president of the In- 
ternational Silver Co., contributes an 
editorial in which he says in pazt: 

“I anticipate that as time goes on 
and we have opportunities to study 
the effects of the various provisions of 
the Code we shall find that some of 
these provisions are faulty and that 
changes will be required to meet exist- 
ing conditions. 

“I am sure that all that has been 
done has had only one thought be- 
hind it and that thought was for im- 
provement in the industry. 

“I cannot but believe that, regard- 
less of the fact that we are in a ‘New 
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Era’ and are operating under a New 
Deal, the experiences of the past will 
have their influence on the future. 

“We cannot ignore entirely ac- 
complishments already achieved. This 
country of ours is still young. It 
began with nothing and has certainly 
gone forward to occupy the position 
of the leading nation of the world. 
The world moves so rapidly today 
that we find ourselves in a dazed 
condition. It is difficult for us to 
comprehend the things that are hap- 
pening. ‘This is a time for all of us 
to be serious, thoughtful, and con- 
siderate .. . a time for us to keep our 
feet firmly planted on the ground. 

“A spirit of mutuality between 
manufacturers and dealers will help 
us to overcome difficulties, eliminate 
misunderstandings and bring about 
the result that we hope to attain. 

“T find much to encourage one. 
The holiday business proved to be 
better than was expected. There are 
continued prospects of good business. 
I find many are planning and prepar- 
ing for greater things to come. 

“Quality merchandise is, and will 
be, in greater demand and will help 
materially in a return to prosperity.” 
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—A subscriber asks “Are we going to have 
another slide-back in business this year 
similar to what we had last summer?” 

—it’s dangerous to attempt a prophecy these 
days, but it is permissible to consider con- 
ditions of a year ago as compared with con- 
ditions today. ; 

—In the middle of last year there was a 
rush to turn money into goods on the part 
of producer, distributor and consumer. 

—‘“‘Inflation” and “higher prices” were in the 
air and everybody produced and bought 
more than he needed. 

—Speculation was the motivating force back 
of buying. A later set-back in business was 
the logical result. 

—Today there is no speculative fever, cour- 
age has replaced fear, purchasing power is 


much stronger, people are buying what . 


they need—with an eye to better quality 
than was the case a year ago. 

—Production is timing itself with consump- 
tion. Carloadings are increasing. Electric 
power output has expanded. 

—So, in my opinion, there is a much sounder 
background today for continued improve- 
ment in business. 

—We will go so far as to venture this 
prophecy —that 1934 will be a much 
better business year than 1933. 

—And that’s sump’n! 








$< 


31 


dd 
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issued under the NRA contain 
many provisions which help business 
when put in practice. Many features 
in these codes are not generally known 
but are so vital to the public welfare 
that they deserve study by every 








’ 


citizen,’ says C. P. Martin, jeweler, 
El Paso, Tex. 

“Of course, I refer mostly to the 
code for the retail jewelry trade, be- 
ing most familiar with it. A protec- 
tion for the public which has long 
been needed is contained in the pro- 
visions concerning auction of jewelry. 
Auctions may be held only in dire 
necessity or for legitimate liquidation. 
An inventory must be filed which 
protects the public. 

“Some other provisions protecting 
the public are: ‘No retail jeweler 
shall advertise or offer to repair 
watches or clocks at a uniform price 
irrespective of the cost. 

““No retail jeweler shall sell, offer 
for sale or advertise for sale, rebuilt 
watches unless such articles are clearly 
designated as such.” 
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“oe T. Evans, 


secretary of the American National 
Retail Jewelers’ Association, is en- 
thusiastic about the future of his as- 
sociation. He says: 

“It is a matter for rejoicing that 
on March 15, the A.N.R.J.A. had 
more paid members than it had on 
July 15, of last year—indicating that 
not only did state officers get away to 
a splendid start on January 1, but 
that they found their membership un- 
usually ready and responsive. 

“The members of the state and na- 
tional associations have quickly re- 
sponded to the calls for their services 
as made by Chairman Wm. D. Mc- 
Neil of the National Retail Jewelry 
Trade Council, who is serving his 
second term as president of the 
A.N.R.J.A. By using the contracts 
established by the A.N.R.J.A. in its 
28 years of service to the trade, local 
committees are being rapidly set up 
for service in connection with the 
Code Authority.” 
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P eople prefer 
to buy electric clocks from jewelers rather than from 
druggists, electric appliance merchants or hardware deal- 
ers. It is only since the introduction of the electrical 
feaure for clocks in the home that they have been mer- 
chandised to any great extent in places other than jewelry 
stores, and the public still looks to us for accurate time 
pieces,” says W. C. Westphal. 

“The jeweler who specializes on electric clocks is in a 
much better position to sell them than is the merchant 
in some other type of store, where they are simply placed 
on the counter and left to sell themselves. It takes some- 
thing more than ordinary high-pressure salesmanship to 
sell them—it requires intelligent selling by someone who 
understands them. 

“Electric clocks are on the market in a wide variety 
of sizes, types and prices, and are handled by stores out- 
side of the jewelry trade for as low as 75 cents. We sell 
only high-grade clocks because we are satisfied that any- 
thing in the low-price range is likely to reflect discredit 
upon the store that sells it and be unsatisfactory to the 
purchaser. 

“A cheap electric clock is merely a ‘comeback’ article. 
It becomes very noisy and objectionable. Even an ex- 
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pensive clock may have some hum, on the other hand, 
and it is surprising how sensitive the ears of some people 
are. In case the subject of noise is brought up during a 
sale, we say that every clock makes a slight and almost 
inaudible sound. 

“While it is true that electric clocks are becoming rap- 
idly recognized for their dependability, there still remains 
a constant demand for hand-wound clocks, and we are 
warranted in keeping on hand a varied stock of the 
latter type. 

“There are several hotels and quite a few office build- 
ings in Minneapolis which are serviced with direct current 
instead of alternating. and because the supply of clocks 
which operate on D.C. is limited, and their designs do 
not offer much of a variety for selection, many customers 
prefer to buy hand-wound clocks when alternating cur- 
rent is not available. 

“People who are temporarily situated, and who move 
about the state or country occasionally feel that a key- 
wound clock is the most practical, since it does not depend 
upon electric current. Folding, leather, travellers’ key- 
wound clocks are increasing in sale to care for the feature 
of portability demanded by many. For children away at 
school, these folding clocks are popular. 
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W. C. WESTPHAL 


“Since a hand-wound clock can be placed anywhere, 
regardless of the positions of electric floor outlets, it is 
especially suitable for bedroom and desk use. Those buy- 
ing clocks to be sent to smaller communities usually select 
the hand-wound feature, because they feel that such time- 
pieces will fit all requirements, and electric service in 
some towns is less dependable. 
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Left: 


As Told to 
ALBERT WHIPPLE MORSE 
by 
W. C. WESTPHAL 


Buyer and Manager of the Watch and Clock 
Department of S. Jacobs & Company, 
Minneapolis, Minnesota 


A view of the clock 


and watch department of 
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S. lacobs & Co. 


“Then we find those customers who demand a clock 
that ticks. A man who bought a $375 hall clock from 
me insisted on a hand-wound clock because he liked to 
attend to its needs and be associated with it. He explained 
that such a timepiece was a clock in every sense of the 
word because it told time of its own accord and was self- 
contained. 


4d 
The first electric clock 


is frequently not expensive. They get it as an experiment, 
and if it meets their expectations they often purchase a 
better one. This shows how important it is to sell only 
reliable clocks, even in the less expensive ones, if future 
sales are to be created and a profitable department 
established. 

“Cheap electric clock sales by those outside of the 
jewelry trade do not worry us. They make business for 
our store, and for stores of other dependable jewelers, 
just as the repairing and cleaning of watches for one dollar 
by irresponsible shops build our repair business. The 
dollar watch helped the sales of better grade watches. 
Those who bought it soon wanted a better watch because 
they became watch conscious. 

“Every jeweler hoping to have a profitable electric or 
hand-wound clock business should carry a large assort- 
ment in his stock. This is one way that he can keep the 
sale of this article inside of his own trade. The electric 
shop has only a small assortment of such clocks. We en- 
larged our stock after making a careful survey of the 

(Turn to page 97) 

















NEW Ideas and Enthusiasm Your 


“Fountain of Youth” 


By 
The Observer 


- year, at 
this time, the jewelry business like most humans needs a 
tonic or stimulant of some strong sort which, though 
hard to take, has a beneficial effect over. the ensuing 
months. When I say hard to take, I mean that to do 
things differently to overthrow some poor but 
firmly established practices may seem even risky, and 
require considerable nursing along at first, but even if 
the going’s hard and you’ve never done it before it may 
be just the panacea for your store’s ills. 

That same stuff old Ponce de Leon futilely searched 
the South for is still obtainable but obviously many 
jewelers don’t know it. I’m referring to enthusiasm. 
Every man with a sufficiently fine quality of imagination 
carries within himself his own Fountain of Youth, which 
after all is merely a predominance of courage over 
timidity . a thirst for adventure. This youthful 
aspect continues just as long as the individual retains his 
desire for new experiences; and everybody knows that 
new experiences can occur during business hours equally 
as frequently as when we-are vacationing. 

In stating the above, I’m not discounting the fact 
that the jewelry trade finished 1933 twenty-five per cent 
ahead of 1932 in general volume and that this yet young 
year started off to smartly outdo last year’s figures by 
far. Codes will be functioning better . . . the ramified 
machinery of it being broken in and much of the material 
so vitally essential at the start can be boiled down to a 
more understandable summary. 

By the code, that old drawback, consignment selling, 
which has thrown so many jewelers for a loss, will be 
pretty well out of the way. All it really ever did was 
make for careless buying, sloppy selection and poor turn- 
over. This was done, for the most part, by buyers sadly 
attempting to balance stocks; but the penalties his store 
paid have and always would be excessively alarming. 

This immediately brings up the point of what to stock 
for °34. Again I say, let’s walk around the corner from 
any jeweler’s store and see what his neighbor, the depart- 
ment store, is doing. That won’t take long to find out, 
for the department store has learned that getting behind 
nationally advertised products and actually playing up 
that manufacturer’s name is not a foolish plan after all. 
For years both department stores and lots of smuggly 
complacent jewelers thought it silly to ever let their 
patrons know that anything they sold was made else- 
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where. That idea, and the ostrich with her head in the 
sand are quite similar stories. Today a lot of stores 
whose attitude for decades seemed to be “our store comes 
first” have about faced and are desperately attempting 
to not only stock well advertised lines but secure exclusive 
arrangements on them as far as they can. 

In these quick-changing times such arrangements might 
prove bad for both parties. Furthermore, things are 
changing too rapidly to sign any agreements of this 
old-fashioned nature. The big gun of today may be the 
cap pistol of tomorrow, so why get sewed into any agree- 
ment which you or the second party may soon regret. 
The jeweler who can, by reviewing his books, be alive 
to his shortcomings is the fellow who will finish next 
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December in the money. Non-profit lines should be 
either strongly featured, capably talked about by the 
selling force and in a short test period made to show 
substantial profit or be quickly cleared from the shelves 
to make way for something that moves. And by moving 
I mean each week and month. Strangely enough there 
are still jewelers who provide valuable case and counter 
space to items that rarely are called for outside the 
month of December. 

-Some organizations, this year, will get more than their 
normal share of business regardless of business conditions. 
This will not be because of the brilliancy or exceptional 
ability of their sales force, though this might contribute 
somewhat and naturally be partly responsible. 

The basic reason will be that certain retail jewelers 
will keenly discern the change in the mind of the people 
outside the counter —the buyer toward his purchases. 
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Ponce de Leon failed to find 
a “Fountain of Youth” but 
courage, enthusiasm and a 
willingness to try new mer- 
chandising ideas will give 
your business new life. 











While this change in attitude will be subtle in character, 
it will be far-reaching in its effect. It will pay you to 
bend every effort to adjust your selling methods to meet 
this condition. What condition you ask, and what brought 
it about? 

The fact is that far better times are here. The NRA 
which has been joked about, just as Henry Ford and 
Mae West have been made the brunt of a million puns, 
has started things. There’s more money stirring in the 
home and office—frozen assets are slowly melting into 
liquid cash. 


The turn to opera, 
dances and the attendance at the smart spots where repeal 
is served took on such a sudden popularity in the east 
that it was heralded as a sign of desperate abandon— 
an expression of pent-up desires and feeling that worried 
folks considered they rated even though a more final crash 
were but ’round the corner. That report was exaggera- 
tion. The truth is that people have decided to live 
once more and ‘to spend a little more as they go along 
rather than take a chance on having their banked savings 
kept from them indefinitely by another bank holiday. 
Optimism is getting stylish. It’s no longer, the thing to 
do to appear at your neighbor’s party and spend half 
the evening explaining how many years the suit you’re 
sporting has served you and that you are now approach- 
ing the hundred-thousand mark with the old car. 

If you saw automobile sales figures for 1933 against 
their 1932 reports, you would realize somebody is actually 
(Turn to page 69) 
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Outlook for April 


4 #4 the Spring a young man’s fancy 
lightly turns to thoughts of love,” 
runs the quotation from Tennyson’s 
“Locksley Hall,” and jewelers should 
bear in mind that sentiment and love 
are the two factors which can best 
be capitalized with profit because they 
promote the spirit of giving. The 
jeweler who uses this fact to develop 
his business is sure to profit thereby. 

Aside from this appeal there is 
much to offer encouragement for 
April business. The Codes of Fair 
Competition are eliminating trade 
evils, the depression is fading into the 
past, and Government aid is putting 
new life and courage into industry. 

More people at work means more 
buying, which in turn calls for more 
production. In the jewelry trade 
which is always among the first to 
feel the effect of poor times and the 
last to recover, trade reports indicate 
improvement in many sections. Ac- 
tivity has begun to succeed stagnation. 
Prices are higher and distress mer- 
chandise is no longer a deterrent fac- 
tor. 

Spring is here and with it comes a 
stronger spirit of optimism. 


¢¢ 4 


A Good Suggestion 


SUGGESTION that is well 
worth consideration comes from 
a manufacturer in Maine who points 
out that by coordinated effort among 
retail jewelers, public opinion can be 
molded to realize that jewelry, like 
anything that is subject to every-day 
abrasion, should not be expected to 
wear indefinitely without attention. 
Calling the attention of customers 
to the fact that they should bring 
in their jewelry for examination every 
six months in order to guard against 
the loss of valuable gems, which may 
work loose in settings and drop out, 
is not only a service that will help 
to build good will but one which will 
also serve to increase store traffic and 
thus open added sales opportunities. 
It is not an exaggerated statement 


to say that every retail jeweler often 
has occasion to examine, clean, repair 
or deliver a diamond ring. Suppose, 
suggests our correspondent, that when 
a customer’s ring is delivered, the 
jeweler says, “Your ring is now in 








18 TO 1 


—We are living in a complex age. 

—Not so many generations ago the average 
citizen was more or less dependent upon 
himself alone for his food, clothing or 
shelter. 

—But the machine, swift transportation and 
a consequent high standard of living have 
created a new situation which emphasizes, 
as never before, the inter-dependence of 
all men. 

—I was interested recently in learning that 
for every man employed in an automobile 
plant there are eighteen other people em- 
ployed. 

—These others are employed in selling, in 
the mining of coal, copper, iron or other 
mined material used in the making of a 
car, or are engaged in working at gas and 
oil service stations, battery shops, acces- 
sory and tire stations. 

—So, it doesn’t require much imagination to 
realize that the other fellow’s fortune or 
misfortune has a very definite effect upon 
your own status. 

—We must all pull together or we will all 
fall apart. 


Sauce 65Toe. 


President. 








perfect order. It is certainly a beauti- 
ful diamond. I would advise having 
the ring examined every six months 
in order that it be kept in its present 
safe condition.” Such a statement is 
entirely truthful and wholly for the 
customer’s benefit. The idea may 
appeal to the customer and the sugges- 
tion be passed on to his or her friends, 
who, in turn, will develop the habit 
of a personal visit to the jeweler at 
stated periods, as does the average 
man or woman to a dentist. 

It is pointed out that retail jewel- 
ers will be surprised at the results 
they attain if they will follow this 
plan, not alone in repair business but 
in advertising and general sales as 
well. 

“Let’s advertise the whole jewelry 
business in this professional way,” 
it is urged. 
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“Sundown” Auctions 


DECISION recently handed 
down by the Wisconsin Su- 
preme Court is of particular interest 
to retail jewelers who want “sun- 
down” auction laws enacted in their 
localities or who have already ob- 
tained such legislation. 

The case originated in Racine 
where there is a local ordinance pat- 
terned after the State law but the 
court did not take the ordinance into 
consideration, limiting its decision to 
the state statute. A jewelry concern 
in that city applied to city officials 
for permission to conduct a jewelry 
auction sale. Both the Racine ordi- 
nance and the state law prohibits such 
auctions between 6 p. m. and 8 a. m. 
The jeweler wanted to operate until 
later in the evening and so stated. 
City officials objected. The jeweler 
then appealed to the court of Circuit 
which held the state law and the 
ordinance unconstitutional. 

In reversing the decision of the 
Court of Circuit the Supreme Court, 
in an opinion written by Justice 
George B. Nelson, held that the Wis- 
consin law “‘is a deliberate declaration 
of the policy of the state and is not 
an unreasonable interference with 
freedom of trade.” 

The decision should encourage 
jewelers who have been fighting for 
legislation of a similar kind. 


q+ ¢ 4 


The Repair Department 


F course it is very desirable to 

make as many sales as possible, 
and with the approaching better 
times, renewed efforts should be made 
to build business to higher levels. 
Along with this improvement goes the 
natural tendency to allow repair de- 
partments to suffer neglect. 

The past few years have proved 
the wisdom of keeping a repair ser- 
vice up to standard. Had it not been 
for this department many retail jewel- 
ers would have found it impossible 
to continue in business. 

The better stores are those that 
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are still in business today on a quality 
basis—that is selling good merchan- 
dise and offering good workmanship 
from their repair departments. They 
came down in their prices as the de- 
pression demanded it, but they were 
never cut-throat artists, nor did they 
try to have people flock to their 
establishments in the hope of saving 
money with cheap merchandise or 
cheap repair work. ‘They allowed 
their businesses to run as nearly nor- 
mal as possible. 

To this type of establishment we 
will owe much for the return of bet- 
ter times. 


Retail Jewelers’ Code 


E have heard a great deal about 

codes of fair competition and 
particularly since such codes have 
been adopted by various branches 
of the jewelry industry. We know 
that such a code has been adopted for 
the retail jewelry trade and that it 
provides for working hours and a 
minimum wage scale, among other 
things, and that it-sets up rules of 
fair business practice. 

But just what has thus far been 
accomplished of real benefit to re- 
tail jewelers throughout the country? 
That is a fair question, so let us con- 
sider it. For one thing the adoption 
of the code of fair competition for 
the retail jewelry trade has served to 
establish in this branch of our in- 
dustry a higher standard of dealing. 
It is doing away with cut price watch 
repairing and establishing this di- 
vision of the trade on a firmer basis. 
It is clearing out dishonest and un- 
ethical auction sales and is bringing 
about a more definite understanding 
of trade terms and definitions, as ap- 
plied to many of the products sold 
in “retail jewelry stores. 

The code has also been of direct 
benefit to retail jewelers generally by 
bringing them together in local groups 
to consider the operation of the code 
and to administer it in their own dis- 
tricts. 


THE JEWELERS’ CIRCULAR 
for April, 1934 











Try a Spring Tonic 


PRING is here. Business conditions are showing improve- 
ment and the outlook is more encouraging. 

But like most humans the jewelry business needs a tonic 
which, like the molasses and sulphur of our childhood days, 
may not always be pleasant to take but which spreads its 
beneficial effects over the months to follow. 

It is about time that many manufacturers, wholesalers 
and retailers came out of their shells and began doing some 
real advertising again. During the long, dark months of the 
depression, advertising in the jewelry trade fell to a new low 
because of lack of consumer demand. But with the upturn 
in business the jewelry trade should again be up and doing. 

Business will not come unsolicited. Give more careful 
attention to window and store displays and new stock. 
Start a business building campaign around some tried and 
proved plan. Do not lose sight of your repair department. 
Other industries are out after the consumers’ dollar. Sitting 
back and waiting will not produce results. Try a spring tonic. 
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perating and Financial Statements 


By 
Walter C. Crooks 


EDITOR’S NOTE: This is the second of a series of articles on “Better Accounting Methods,” by Mr. Crooks. In 
this installment he discusses the preparation and use of operating and financial statements. He joined the staff of the 
Manufacturing Jewelers Board of Trade in 1931 as a traveling auditor and is now manager of the Advisory Accounting 
Department of the Board of Trade. The National Jewelers Board of Trade and the Manufacturing Jewelers’ Board of Trade were 
merged on Feb. 1, 1933. The advisory accounting service which is being rendered by the Board is of great value to the 
jewelry trade and this series of articles contains muc’ valuable information for retail jewelers. 


[; it is true 
(and I believe it is) that many concerns, particularly the 
smaller ones, in the jewelry industry do not have ade- 
quate accounting systems, then it is also true that there 
are just that many concerns in the industry overlooking 
one of the basic principles of success—that of knowing 
all the facts and using those facts in conducting business. 

It seems difficult, however, to sell the idea of having 
proper accounting methods installed and used effectively. 
It is my hope that at least some of the readers of THE 
Jew ers’ CircULAR will benefit from this series of ar- 
ticles, either through the direct application of these sug- 
gestions to their own business, or by passing the thoughts 
along to someone else. 

In the operation of any business it is often difficult to 
decide upon the proper course to pursue, for when it 
becomes necessary to make some change in the conduct of 
a business, there is usually an element of uncertainty or 
guesswork. However, if the facts as shown by operat- 
ing and financial statements are given careful considera- 
tion, much of this uncertainty and guesswork can be 
eliminated. 

Let us assume that a simple but adequate bookkeep- 
ing system has been installed as suggested in a previous 


38 


article. Naturally a trial balance of the accounts in the 
general ledger will be taken at the end of each month, 
but the trial balance in itself is not of much use, for the 
purpose of determining the progress of the business, until 
it is set up in the forms of operating and financial state- 
ments. In this article, therefore, I desire to briefly out- 
line the preparation and use of such statements. Each 
statement will have to be considered separately, although 
neither statement by itself gives a complete picture of a 
business. 


Preparation of Operating Statement 


First of all we should know what an operating state- 
ment is and its value. An operating statement is really 
a statement clearly showing the progress (one way or 
another) of a business, indicating the trend of a business 
as a whole and by departments. Its real value lies in 
the fact that it enables the management to control op- 
erating efficiency. Through the use of this statement 
operating costs can be watched and regulated at all times 
and particularly when the sales trend is downward. Re- 
gardless of whether sales are plentiful, or few and far 
between, the operating statement should be carefully ex- 
amined in detail each and every month and if any de- 
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partment, or item of expense, appears out of propor- 
tion to the results, the reason should be sought and 
necessary changes made. 

A simple operating statement that can be easily pre- 
pared and used by the smaller concerns should consist of 
five main divisions of income and expense arranged as 


follows: 
1—Net Income from Sales 


less 
2—Cost of Sales 
equals 
A—Gross Profit 
less 
3—Operating Expenses 
equals 
B—Operating Profit 
plus 
4—Other Income 
less 
5—Other Deductions from Income 
equals 


C—NET PROFIT 


The various accounts as shown on the trial balance 
applying to each main division should be shown in de- 
tail, thus: 

Division 1—Net Income from sales should show 
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as sub-divisions—Gross Sales, less returns and al- 
lowances. 

Division 2—Cost of sales should show as sub- 
divisions—Inventory at start, plus purchases, less 
inventory at end, plus direct labor and expenses, if 
any. 

Division 3—Operating expenses should be listed 
in adequate classified detail so that the various indi- 
vidual expense items can be watched and regulated. 

Divisions 4 and 5 consist of income and deduc- 
tions from income items that cannot properly be ap- 
plied to the operating part of the business. 


W here a business 


has departments resulting in income not connected with 
sales of regular merchandise, such as the watch repair 
department of a retail jewelry store, the gross profit from 
such department, or departments, should be shown sepa- 
rately and, of course, the items making up the gross profit 
listed in detail. 

Cost of sales in a manufacturing concern consists of 
material, direct labor and direct expenses. The last two 
items in particular should be listed in detail and for that 
reason the complete itemized cost of sales of a manu- 
facturing business should be prepared as a separate sched- 
ule and only the total used on the operating statement. 


Use of Operating Statement 


It is a waste of time to prepare an operating state- 
ment unless the facts contained therein are compared, 
analyzed and put to work. Comparisons should be made 
item by item with past experience, or with standards ob- 

(Turn to page 64) 































































































Fig. 1—Standard Time Zones of the United States, with parts of Canada and Mexico 


Standard Time Throughout the World 


HE United States is divided into four standard time 

zones, each approximately 15° of longitude in width. 
All places in each zone use, instead of their own local time, 
the time counted from the transit of the “mean sun”’ 
across the meridian which passes through the approximate 
center of that zone. 

These time zohes are designated as eastern, central, 
mountain, and Pacific, and the time in these zones is 
reckoned from the seventy-fifth, ninetieth, one hundred 
and fifth, and one hundred and twentieth meridians west 
of Greenwich, respectively. The time in the various 
zones is slower than Greenwich time by 5, 6, 7, and 8 
hours, respectively. 

The question of changing from the time of one time 
zone to that of an adjacent zone arises in practice largely 
in the operation of railroads. Because of the inconvenience 
of changing the time by the necessary amount of one hour 
at every point where a railroad crosses one of these 
boundary lines, the more convenient practice has usually 
been followed of making the change at some terminal or 
division point on the road, at some junction point, or at 
the boundary line between the United States and Canada. 
The result is that practically the boundaries of the time 
zones are defined by the lines connecting these points of 
railroad time change. Because of the location of these 





1 The interval between successive passages of the sun across the meridi- 
an is somewhat variable, and for this reason apparent solar days are 
unequal. Therefore, mean time has been adopted, which is kept by a 
fictitious or “mean sun” moving uniformly in the Equator at the same 
average speed as that of the real sun, thus making days of equal length. 
It is “mean noon” when this “mean sun” crosses the meridian. 
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railroad junctions or terminals the resulting lines are 
somewhat irregular. 

Figure 1 shows the time zones and boundary lines as 
defined and corrected by the Interstate Commerce 
Commission. 


2. CITIES ON TIME ZONE BOUNDARIES 


There are listed below some of the more important 
cities on the boundaries of the time zones. 

(a) The following municipalities located on the bound- 
ary between the eastern and the central time zones use 
eastern standard time: 


Detroit, Mich. 
Toledo, Ohio, and 
all other cities in 
Ohio situated on 
this boundary. 
Williamson, W. Va. 
Dungannon, Va. 
Bristol, Va. 





Asheville, N. C. 
Franklin, N. C. 
McDonough, Ga. 
Macon, Ga., and 
points on South- 
ern Railway be- 
tween McDon- 
ough and Macon. 





Perry, Ga. 
Thomasville, Ga. 
Apalachicola, Fla. 


All other places on this boundary use central standard 


time. 


(6) The following municipalities located on the bound- 
ary between the central and the mountain time zones use 
central standard time: 


Murdo, S. Dak. 
Mackenzie, S. Dak. 
Phillipsburg, Kans. 


Stockton, Kans. 
Plainville, Kans. 


Ellis, Kans. 
Liberal, Kans. 


All other places on this boundary use mountain standard 


time. 


(c) All municipalities on the boundary between the 
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mountain and the Pacific time zones use mountain 
standard time except Huntington, Ore., which uses 
Pacific standard time. 





3. TERRITORIES AND INSULAR POSSESSIONS 


Standard time is also used in the Territories outside 


of the continental United States. 


time used are given below: 
Alaska (see Table 2) ...... 10 hours slower than Greenwich. 


The places and the 


errr 9% hours faster than Greenwich. 
| ee 10% hours slower than Greenwich. 
IEE Nolo o'a sa Sioweyeie'oia ees « 5 hours slower than Greenwich. 
Philippines ...........--++- 8 hours faster than Greenwich. 


Puerto Rico ....... 


Peer ene 4 hours slower than Greenwich. 


4. TIME IN SEVERAL LARGE CITIES OF THE UNITED STATES 
12 NOON, EASTERN STANDARD TIME 





Atlagte, Ga.....:. 11.00 a.m. | Milwaukee, Wis... 11.00 a. m. 
Baltimore, Md..... 12.00 noon | Minneapolis, Minn. 11.00 a. m. 
Birmingham, Ala.. 11.00 a.m. | Newark, N. J..... 12.00 noon 
Boston, Mass...... 12.00 noon | New Haven, Conn. 12.00 noon 
Charleston, S. C... 12.00 noon | New Orleans, La... 11.00 a.m. 
Chicago, Ill....... 11.00 a.m. | New York, N. Y.. 12.00 noon 
Cincinnati, Ohio.. 12.00 noon | Norfolk, Va....... 12.00 noon 
Cleveland, Ohio... 12.00 noon | Omaha, Nebr...... 11.00 a.m. 
Columbus, Ohio... 12.00 noon | Philadelphia, Pa... 12.00 noon 
Wause, Ves... <2. 11.00 a.m. f Pittsburgh, Pa..... 12.00 noon 
Denver, Colo...... 10.00 a.m. | Portland, Ore..... 9.00 a.m. 
Des Moines, Iowa. 11.00a.m. | Providence, R. I... 12.00 noon 
Detroit, Mich...... 12.00 noon | Richmond, Va. .... 12.00 noon 
Hartford, Conn.... 12.00 noon | Rochester, N. Y... 12.00 noon 
Houston, ‘Tex...... 11.00 a.m. | Salt Lake City, U.. 10.00 a.m. 
Indianapolis, Ind.. 11.00 a.m. | San Francisco, Calif. 9.00 a. m. 
Kansas City, Mo... 11.00a.m. | Seattle, Wash..... 9.00 a.m. 
Los Angeles, Calif. 9.00 a.m. | St. Louis, Mo...... 11.00 a. m. 
Louisville, Ky..... 11.00 a.m. | St. Paul, Minn..... 11.00-a.m. 
Memphis, Tenn.... 11.00a.m. | Washington, D. C. 12.00 noon 


TIME SIGNALS IN THE UNITED STATES 


The best generally available source of accurate time is 
the time signal as transmitted by telegraph from the 


United States Naval Observatory and broadcast by radio 
from Arlington, Va., and certain other naval stations as 
listed in the table below. 

All naval time signals are made in a standard manner, 
which is as follows: 

The signals begin five minutes before the hour and 
consist of a dash on each second, except that no dashes 
are sent on the seconds listed below: 


55 minutes; 29, 51, and 56 to 59 seconds. 
56 minutes; 29, 52, and 56 to 59 seconds. 
57 minutes; 29, 53, and 56 to 59 seconds. 
58 minutes; 29, 54, and 56 to 59 seconds. 
59 minutes; 29, and 51 to 59 seconds. 

Beginning exactly on the hour a much longer dash is 
sent. In all cases the exact second is denoted by the 
beginning of the dash, the end being without significance. 
It will be noted that the number of seconds sounded 
immediately following the single second omission and 
preceding the long omission at the end of each minute 
indicates the number of minutes of the signal yet to be 
sent. For instance, the signal for 56 minutes and 52 
seconds is omitted and then 3 seconds are sounded, indicat- 
ing that 3 minutes of the signal remain to be transmitted. 

These time signals, if received directly and automat- 
ically are seldom in error by as much as 0.20 second. 
The average error is generally less than 0.03 second. 

Of the stations listed, the first two automatically trans- 
mit the signal as received from the Naval Observatory 
at Washington, with errors averaging only 0.02 to 0.06 
second. Most of the other stations automatically rera- 
diate, and the error is somewhat larger. The signal, 
however, is sufficiently exact for commercial use. 

(Turn to page 96) 


































































































Fig. 2—This map shows the approximate boundaries of the time zones as used under the International Time Zone System, with Greenwich 
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Such excellent lighting in the display windows has both advertising and utilitarian values. 





Two-hundred watt lamps in proper reflectors spaced 


10 inches apart do the job well. 


Are you getting 
the greatest possible returns from your window displays? 
Can you attribute a large part of your total sales and 
profits to their effectiveness? If you think not, or if you 
do not know, ask yourself the question—are my window 
displays adequately lighted? 

The well-lighted window display attracts the attention 
of passing pedestrians and motorists, notifies them of the 
existence of your jewelry store, and better than any other 
medium, definitely fixes its location in their minds. It 
reminds them of articles they need and perhaps have been 
intending to buy. And above all, it serves these functions 
more effectively by night than by day, because it stands 
out more prominently against a dark background. Light 
at the store front is of unusual value as an advertising 
medium because it is right at the point of sale. All passing 
by are potential customers, and the store which attracts 
their attention and creates a favorable impression has a 
much better chance of getting their trade. 

Tests in a downtown city district showed that when 
the level of illumination in a display window was in- 
creased from 15 to 40 foot-candles, 33 per cent more 
people stopped to look at the display, and when the 
amount of light was increased from 15 to 100 foot- 
candles, 73 per cent more people stopped. Such tests 
clearly show the attracting power of light. 

Proper lighting in the display window is as necessary to 
bring out the selling points of each article on display as 
it is to attract attention to the display. The displayed 
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By 
A. L. LYMANN 


Nela Park Engineering Dept., 
of the General Electric Co., 
Cleveland, Ohio 


articles must be quickly and easily seen if the desire to 
purchase is to be created in the customer. Many times 
daily outside the display window pedestrians decide 
whether or not to buy even before they come inside, and 
that decision is influenced greatly by the appearance of the 
displayed articles. 

Daylight cannot be depended on to light the window 
displays, because there are many cloudy days during the 
year when daylight is inadequate, and because during 
several months of the year it is dark outside before the 
store closes. Artificial lighting may be used on bright 
days also to eliminate objectionable reflections on the 
street side of the window glass and thus give the display 
greater value. 

In order to stop the largest possible number of people 
passing by, therefore, and in order to draw as many as 
you can into your store, make sure you have correct 
artificial lighting in your window displays. 

In lighting the display windows, units should be used 
which are designed especially for that service. The 
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WINDOW DISPLAY LIGHTING? 





Six 500-watt “Daylight” lamps in each of these two windows provide an abundance of light approaching daylight in quality. That much light 
makes even a dark colored display effective. 

















VALUE OF INCREASED LIGHTING IN SHOW WINDOWS 
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The modern jeweler cannot afford to ignore the dollars-and- 
cents value of considering light in window display merchan- 
dising as a means of building sales. 


common types of window lighting reflectors have reflect- 
ing surfaces of prismatic glass, mirrored glass, or pol- 
ished metal which efficiently direct the light upon the 
display. These may be obtained in various shapes to 
provide correct illumination for windows of various 
dimensions. Care should be taken to choose that particular 
type of reflector which will most effectively distribute the 
light according to window proportions. Luminaires 
similar to those used in lighting the store interior should 
never be used in place of regular display window lighting 
equipment, because they do not concentrate the light on 
the display, and a large part of it is therefore lost. For 
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the same reason, lamps should never be used without 
reflectors. 

The display window lighting units should be located 
at regular intervals along the top front of the windows 
and along the sides when the window is deep. In an 
island window, concentrating type reflectors should be 
placed around the entire window. 


The reflectors may be 


built in the ceiling with their openings flush with it. 
Glass plates may be used to concentrate the light on 
the display. Metal louvers help to prevent glare if it is 
noticeable from the sides of the windows. Valances 
across the top of the window glass improve the appearance 
of the window and help to avoid glare. 

The location of the store is an important fact to con- 
sider when deciding how much light should be provided in 
the display window. If the store is in a brightly lighted 
downtown district, more light is necessary than if it is in 
a suburban area, because of higher intensities of street 
lighting and greater competition from neighboring stores. 
Another important factor is the color of the display. Dark 
colored displays require more light than light colored 
displays to be equally effective, and many jewelry store 
window displays are necessarily in dark colors. This 
means that more light must be provided in them than 
would ordinarily be required. 

The usual desirable display window illumination ranges 

(Turn to page 97) 









































Another window by Polly Pettit, showing Star Sapphires and Rubies at the Black, Starr & Frost-Gorham Store in New York. 


A “Star Illuminated” Window 


he sapphire and the 


ruby, unique among gems in the occasional property of a 
“star” which appears in their center, are given added 
mystery and glamor in this window display by Polly 
Pettit, display manager of Black, Starr & Frost-Gorham, 
Inc., Fifth Ave., New York, jewelers. This is accom- 
plished through the interesting scientific hypothesis of why 
the “stars” occur, which is hand-lettered on a card bear- 
ing the title, “Stars of Light.” 
The copy reads 


“STARS OF LIGHT 


embedded in stones of surpassing beauty! 


The phenomenon of the star-stone seems due to the reflection 
of light from microscopic tubular cavities within the stone. 


No matter into how many parts a star-stone may be cut, each 
fragment will contain a star of elusive light. 


These luminous stars distinguish our remarkable collection of 
rubies and sapphires.” 


The background, “Illumination,” a painting by Agnes 
Pelton, renowned American interpretive artist, strikes the 
dominant note of the window with its radiant star at eye 
level. Balanced symmetry is attained by the arrangement 
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of candlesticks, while the cretonne drape adds softness to 
the general effect. Stars, outlining replicas of the one in 
the painting, have been cut from blotting paper, on which 
are shown star sapphire and ruby rings. In the fore- 
ground are some necklaces. A large sapphire displayed in 
a velvet-covered block is viewed through a magnifying 
glass, so that the star-like reflection of light is easily 
evident to the passersby. At the extreme left a booklet 
by Albert Ramsay, gem expert, is open to a page which 
discusses sapphires. 

There are several ways in which a precious stone win- 
dow display may be dramatized. The historical angle, in 
which the story of gems through the centuries may be ex- 
ploited, is one; another is found in the actual physical 
characteristics of the stones, which in this case are used 
by Mrs. Pettit to show the unusual appeal of “star” 
gems. The theme of the star is repeated in almost every 
element of the display, from the painting, the paper star 
mats on which the gems are placed, to the actual stars 
on the stones. This harmony in idea, besides being a 
logical carrying out of the window’s significance, has a 
definite interest value to the eye of the passerby ‘and 
setves to attract his attention. 
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Photo by Wurtz Bros. 
Fifth Avenue entrance to the building. 


Fie Goelet Building, 
at 608 Fifth Ave., the southwest corner of 49th St., New 
York, is gradually achieving the importance in the jewelry 
trade of a new gem center. Many of the leading im- 
porters of precious stones and pearls have, during the past 
year, taken quarters in this modern and attractive struc- 
ture. The building is indeed worthy of the designation, 
“gem center.” The last several years have shown a ten- 
dency toward an uptown shift of the smarter shops to the 
blocks between 48th and 57th Sts. Radio City has greatly 
enhanced the appearance of this area, and the Goelet 
Building, on the corner of one of the approaches to this 
center, is entirely in keeping with its high standards of 


architectural excellence. The beauty of design of the — 


main entrance, and the charm of the lobby might well be 
described as suggesting a “jewel box.” 

Quarters in the building were first taken by several 
gem merchants two years ago. Others soon followed and 
by the first of May of this year there will be 25 diamond, 
pearl and stone dealers occupying offices there. Chief 
among the attractions of the edifice to the trade is the 
extensive north light on the long side of the building on 
49th St. Numerous large windows provide what is per- 
haps the best illumination of any building in the uptown 
jewelry section. Some firms have found that even south 
and west light has been ample for the needs. In the 
offices themselves a peculiarly valuable feature to gem 
importers is the “mat strip” which runs around all the 
rooms at the base board. This strip is so constructed as 
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oelet Building—New Gem Center 


to come down tightly on the linoleum or carpeting ot 
the office and make it impossible for any small object 
to get lost under the floor covering. 


Building Directory 


Room 
matin Dien GC a. oo 6 eel ed iver ed ie teen eee 402 
Deen Bene UNG sn acs 8 oo a Saw Suv ccs deen eeneeae 503 
Cement Cantal Gc Gi... .... 2c --bhce ceesce sens deadsar 504 
Congress of Precious Jewelry Producers, Inc.................. 1005 
Og ers terri Nr ree 
1 We Ol . S oie dias scene oo wwe neo 708 
eR Se Oo, ua nnd een ee oe gar ten meee 606 
We ONO yoo cis oni Saw danse comuaevanen 804 
I Se ee i knwo 5 Fock het ea sccadae caer ee 904 
Gem & Pearl Dealers Association.......................... 608 
Commeemnntis WEES soc. eth ed tices co geadowenbaneeee cen 803 
Pret rr ar re > 608 
enieiaes De me GURBe o co occ neacecse as cackeconouens 1005 
eee, | ook ccc wswncucawhany cwanewanueeen 1003 
Ma Wh eete NGS coca oes Sv bate eva eke 604 
I od acd awa sie Koay a ete wali Jo 4 a eee 801 
RS ooo oe os kon bs oe sn dace eee 810 
I SS ok oS eo claw cestonahes eaeads eee 908 
Marsh & Kaye ...... wi lies tee tal a eke w DRC eel a 1010 
RNIN ss dec 0.0.x cave cad wcll meneame ne dona een 1006 
CN III ooo on oe wisia sh clean be arnwuaeeaeaeeate os ae eee 710 
Oe ee INNS, ... 50 ccc n ck wcsateeSe keen aabeeeen 705 
Julius Raunheim, Inc. 5 5 wtwira'n geen dase ee 903 
De ee ee 806 
ameeii Grr IS. ow. ae a oc oes a Rue ae eee 605 
pe rer ar ce nn 1007 
PN er ree el er a, 505 
Gime NN oc ca oreo eee A aha, cg eee eee 707 
Ciastaa WE Seeman G Bie. We... «oo dia eecnwe ci naan 603 
“Vemma” Whee Ce. File. ce i cc ie eet eee 407 
ET MME go owing ok oocncaniudl eee .... & 





Photo by Wurts —y% 
Marble foyer showing battery of elevators. 
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The New DIAMOND - PEARL & PRECIOUS 


THE GOELET BUILDING 


608 FIFTH AVE. NEW YORK 


Fifth Avenue at 49th Street 
THE GATEWAY TO RADIO CITY 




















JULES FRANKLIN, Inc. 


I mporters 
Pearls and Precious Stones 


Telephone: Bryant 9-3733 


JOSEPH ROSENBERG 


Diamonds — Pearls 
Precious Stones 
Mounted Jewels 


Telephone: Medallion 3-4160 








ROBERT H. KLITZ 


Successor to Jung & Klitz 


Diamond Jewel ry 
Precious Stones 


Telephone: Bryant 9-5565 


-ARNSTEIN BROS. & CO. 


Diamonds 


Will be located on Fourth Floor 
After May Ist 








JEROME RICHHEIMER 


Emerald Cut and Marquise Diamonds 
Star Sapphires 
Emeralds Sapphires Rubies 


Telephone Bryant 9-8967 














L. & M. KAHN & CO. 


Established 1866 


I mporters and Cutters of 


DIAMONDS 


Telephone Bryant 9-6797 
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A Planned Campaign to Make America Gem 
and Jewelry Conscious 


By Robert M. Shipley 


RGANIZATION plans of the American Gem 

Society disclosed it as a trade vehicle designed to 
increase interest in, and sales of, gems and jewelry. Its 
announced purpose is to make America gem and jewelry 
conscious. Its plans contemplate the cooperation of re- 
tailers, importers, wholesalers, and manufacturers in the 
trade; and of educators, newspapers and radio. 

No additional efforts are necessary upon the part of 
the many progressive dealers who are daily “joining up” 
in this campaign, and no contributions to this movement 
are solicited. On the contrary, the American Gem Society 
provides, in its planned program to make America gem- 
conscious, the ideas and details which these forward look- 
ing dealers may use in obtaining their share of increased 
business resulting from increasing interest on the part of 
the public. It costs every merchant time and some money 
to remain in the diamond or gem business. Less time and 
less money need be expended if they are applied as a part 
of the nation-wide plan. 

The idea may be more simply expressed by stating that 
the first step of the American Gem Society’s campaign is 
the direction of the sales efforts of each of these dealers 
along a planned course of procedure. By utilization of 
combined efforts, a result will be accomplished which will 
increase individual profits far more than has been possible 
independently. 

Only the most far-seeing of the manufacturers, whole- 
salers, and importers will be found actively assisting the 
movement in its beginning. No organized effort to enlist 
the major portions of this trade will immediately be at- 
tempted by the A.G.S.; however, the progressive dealer, 
with faith in the future of gems and jewelry, will probably 
be found immediately supporting this «drive. 

The final step of the campaign will be directed to reach 
those remaining portions of the public not touched by the 
direct offensive of the retailer in his community, and will 
comprise the final step. 

With a retail trade which has been educated by that 
Society and the Gemological Institute working coopera- 
tively toward a common goal, newspapers, radios, and 
educators of adult, youth, and child will be brought into 
the movement by the direct contact of the thousands of 
members of the American Gem Society throughout the 
community and the nation. | 

Those importers and manufacturers who will benefit 
immediately by inéreased sales obtained by retailer mem- 
bers of the A.G.S. are themselves becoming Associate 
Members of the A.G.S. There is already a demand from 
the retailers for merchandise which lends itself to this 
campaign. 4 

It is a natural thing for the wholesale dealer, unfamiliar 
as he is with the results already achieved, to do no more 
than become an observant associate member, until he 
actually experiences the demand. 

Every forward looking member of the gem and jewelry 
trade, with confidence in its future, is urged, for his own 
benefit and the future of the trade, to join in this move- 
ment. 
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STERN BROS. 
& Co. 


(ESTABLISHED 1868) 


Importers 
and Cutters of 


DIAMONDS 


2 WEST 46th ST. 
NEW YORK 


DIAMOND CUTTING WORKS 
68 Hunters Point Ave. 
Long Island City 


A highly specialized de- 
partment maintained for 
re-cutting and repairing of 
diamonds for the _ trade. 


AMSTERDAM: 16 Sarphatistraat 


LONDON: 23 Audrey House, Ely Place 








cinta acai im ti an 


H 
| 
{ 


















j 


SPIKE TRIANGLE 
KITE SHAPE 


LOUIS GURFEIN & SON 
2 West 46th St. New York, N. Y. 


Direct Importers and Cutters of 
Fancy Shaped and Round Diamonds 


We buy Estates, Second Hand Diamond Jewelry and Precious Stones NF 
SOUTH AFRICA ANTWERP AMSTERDAM oo 


76 CHURCH ST. 76 RUE DU PELICAN 2 TULPSTRAAT 
KIMBERLEY 














Fancy Cut 


DIAMONDS 


in all 
sizes 


TRIANGLE 


he 


PENTAGON 





Fa usury ings 


SEMI MOUNTED 





Wedding Rings 


PLATINUM, WHITE AND 
NATURAL GOLD, ALSO 
MOUNTED WITH ROUND 
OR FANCY CUT DIAMONDS 





Rosenthal & Kaplan 


Manufacturing Jewelers Pog 1905 


15 John Street New York. 
Phone-Cortland 7-2039 








Special Order Work 


OUR LONG EXPERIENCE 
IS YOUR GUARANTEE 
FOR EFFICIENT SERVICE 
AND MODERATE PRICES 
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Letter to the Editor 


Platinum Stamping Violations 
New York, March 26, 1934. 

Editor THE JEWELERS’ CIRCULAR: 
¥ is not the habit of this correspondent to be a chronic 

letter-writer. Nor has he joined the ranks of those 
who perennially appear in print “to point with dismay” at 
some current condition. | 

However, there is a situation in the Jewelry industry | 
today that demands drastic correction and the more said | 
about this situation the nearer to a solution we may come. 

In May, 1923, this firm, through the writer, issued 
an open letter to the industry calling attention to the 
fraudulent practice then prevalent of employing palladium | 
and calling it “platinum.” 

This deplorable activity could be traced to the lack of 
an effective platinum law at that time. After concentrated 
effort over a period of years, the industry eventually 
succeeded in the passing of a new platinum stamp- 
ing law... . This was a compromise bill which, while 


not including all the favorable features that were desired, 


was a great improvement over the law it superseded. 
It had been hoped, at the time, that this law, if it did 
not outlaw “bootleg” practices entirely, would at least 





put an adequate curb on them. | The Design Over the Portals 
However, it is our regrettable duty today to again To the New 


address this open letter—-calling attention to increasing 
violations in our industry as to the stamping of platinum 


articles. For the past five vears, a number of platinum TAVA N NES OFFICES x 


articles stamped 10% Iridium Platinum or Platinum were | 


in obvious violation of the law in the following respects: ° 
1. They did not contain the metallic content as at 608 Fifth Avenue might 
stamped. | 


well be interpreted as 


2. They did net comply with the legal specifications 


for stamping. a symbol of the New 
3. They did not have the registered trademark of Tavannes Watch Line... 
the manufacturer. EI re ee d 
One significant instance was brought to our attention | egance of design, moa- 


where an article stamped 10% Iridium Platinum was 
entirely free from any platinum whatever. 


ernity of technic, skill of 
artistry and craftsman- 
ship that long endures... 


Of course there have been many shallow excuses 
presented to condone these recurrent abuses. “There was 
the question of price—the manufacturer alibis the con- 
dition by stating that the wholesaler or retailer demands | 
the product at so low a price that the only way possible * 
to supply it is to cheat in the metal. 

. lhe wholesaler in turn eases his conscience by blaming *We will be in our new quarters 
it on the retailer. The retailer summarily claims that ; 
the consumer is shopping for price and is not concerned on and after April 16th. You 


about quality. are cordially invited to visit us. 
The fallaciousness of both the condition and the 
alleged reasons for it must be apparent to every straight- 
thinking person in the trade. We kno-v that it is not | 
the desire of the jewelry industry to violate any laws. | 
We also know that with conscientious cooperation this | 
grading down can be stopped—and must be stopped! | 
Along with the turn to recovery there has also been 
| 














a turn to old fashioned honest business principles. 
The country is on the upgrade! And the industry will 
follow it! 


TAVANNES 


WATCHES TIME THE WORLD 


Yours truly, 
BENJAMIN Katz, 
President of Katz & Ogush, Inc. | 
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“MODERN CLASSIC” DESIGNED BY ROBERT E. LOCHER MADE IN STERLING SILVER BY ROGERS, LUNT & BOWE 














Above: “Develop Appre- 
ciation for Silver in the 
Very Young” takes ad- 
vantage of the kiddie 
appeal in merchandising. 


Left: “When Selecting 
your Flat Silver Gather 
the Sort you Love Best” 
adds buying impulse to 
pattern _ preference. 


EFFECTIVE WINDOW SELLING 


[, the March issue 
of THE JEWELERS’ CIRCULAR were illustrated two 
window displays used by Shreve, Crump & Low Co., 
Boston jewelers, which showed how a theme developed 
by a popular fashion publication can be applied to mer- 
chandising in the store window. The above windows 
complete the series of four which were based on the 
article, ‘“Noble Metal,” published in a recent issue of 
Harper’s Bazaar. As the keynote of each display a sen- 
tence or phrase from the article was underlined in red 
ink, reiterated in a window card, with the magazine 
folded open to the silver story prominently placed in the 
window. 

These windows attracted much attention. At the top 

is “Develop Appreciation of Silver in the Very Young.” 
For the title a black display card is used with silver and 
blue lettering. The background repeats the drapes of 
the “Festival Silver” display and has a painting at right 
center. Pastel ribbons are draped on the left. The floor 
covering is blue. 
” As shown in the arrangement of this window there are 
used: Frame, drum back, two porringers, two child’s 
plates, two child’s bowls, eight child’s cups, five child’s 
napkin rings, three sets of knife, fork and spoon, a pap 
spoon, silver and colored enameled brushes and combs, 
and a few gold pieces, baby spoons, for example. Several 
silver patterns may be used for this display. 
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These silver displays are the best possible 
advertisement for the jewelry store using 
them. Not only do they show merchandise 
tied into tested sales ideas, but also they are 
unique and original enough to mean prestige 
for the store and a lasting impression on the 
passerby. 








A wide variety of patterns to choose from always en- 
tices the customer. And if the patterns are displayed to- 
gether for the purposes of comparison and choice the 
buying instinct is quickened. This idea was developed 
effectively in the window: “When Selecting your Flat 
Silver Gather the Sort you Love Best.” For the back- 
ground of this window a drape is used, of a shade some- 
what lighter in value than the green velvet foreground. 
The display board is semicircular, covered with green 
velvet. Twenty teaspoons, showing the different pat- 
terns, are mounted on the edge. The tube is four inches 
in diameter and is covered with green velvet. lades 
of the dinner knives are inserted at a 45 degree angle, 
the points projecting on the other side. Patterns the 
same as the teaspoons may be repeated. Below each 
spoon and knife should be a small card designating the 
name of the pattern shown. 


































Beaux Art 
Grey Finish 


ey 
\ 





eo Pilgrim 
Grey Finish Grey Finish 


MAKE WAY! 


for this Standardized line of Sterling Silver 
Flatware. One cost price—one retail price on 
each of the eleven patterns. 


Our Standardized method of production has made it possible for 
us to materially lower costs, and to give better values than are 
obtainable elsewhere. In turn, we have made it immeasurably 
easier for our customers to control their stocks—to reorder easily 
and intelligently—and to merchandise flatware at better profits. 





Each of the eleven patterns, covering a wide range of tastes, has 


Plymouth 


115 pieces, with a catalog number for each separate piece—each ohlymouth, 


number carrying the same price in each pattern. 


No other Sterling manufacturer offers anything similar. Examine 
the workmanship, finish and weight of Manchester Sterling—try 
our simplified service, and become convinced. 


a: = 2 «@ 





Dorie 
Grey Finish 


We also manufacture large and complete lines of Sterling Silver Manchester 
Hollowware for all table use. 


We want your business. 
If you are not already on our list, 


please send at once for price list and 
catalog of flatware and hollowware. 


—NM] ANCHESTER— 


SILVER COMPANY 


PROVIDENCE RHODE ISLAND 
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This window display was used by Clayton’s to promote silverware sales and proved successful in attracting new customers. 


Turning the Spotlight on Silver 


I. requires more than 
an ordinary merchandising plan for the average jewelry 
store to develop a silverware business to a point where it 
represents 40 per cent of the store’s yearly sales volume, 
but Albert Burns, proprietor of Clayton’s, jewelers, of 
Waterbury, Conn., did that very thing. He built an 
effective merchandising plan that is more than just a 
hit and miss promotion of silverware. 

Much of the success of the silverware department is 
contained in this one statement made by Mr. Burns, who 
said: “A large stock is essential in building a successful 
silverware department. This affords an opportunity for a 
selection and impresses the customer that your store is 
silverware headquarters.” 

Silverware, both holloware and flatware, are given 
preferred positions in Clayton’s and display is studied so 


that every customer entering realizes that there is a piece . 


of silverware available for practically any occasion 
demanding a gift. 

“Our silverware is displayed in the front of the store,” 
said Mr. Burns, “knowing that a majority of customers 
entering, always stop near the door. A survey of store 
traffic reveals that few people after coming in will con- 
tinue to walk towards the back of a store. They usually 
halt.a few feet after crossing a doorway. 

“We feature our silverware in two large store cases. 
This affords an opportunity to make a closeup inspection 
of the merchandise. Silverware displayed in these cases 
is more accessible and when the customer expresses an 
interest in a certain piece it can be shown more quickly, 
without losing any of the customer’s enthusiasm. 

“We display all larger pieces in the wall cases. We try 
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Silver for the Bride of Spring in the jewelry store 
window is a merchandising necessity for the dis- 
plays of April, May and June. It is during these 
months that marriage statistics start on an upward 
arc. They are days of pattern selections, of wedding 
gift choices in which the jeweler should be supreme 
social adviser if not arbiter. The merchant who 
promotes silver as the primary essential of all gra- 
cious hospitality should drive his sales of silver- 
ware during those months far ahead of figures for 
the rest of the year. 





not to crowd the displays, but carefully space each item 
so that it can be seen without confusion and distraction 
from other pieces in the same case. 

“Promoting holloware is not difficult if you adopt a 
method of exploiting it. Gravy boats, platters and bread 
trays in the same design as the flatware win added interest 
established by the.bride in the selection of her flatware 
pattern. 

“We keep close contact with large weddings. This is 
established first through our stationery department. We 
represent one of the outstanding stationery houses in this 
territory and when an engagement is announced we 
immediately get in touch with the persons concerned. 

“On special silverware promotions featured with na- 
tional advertising tie-ups are excellent for promoting 
additional replacement business. We do not, as a rule, 

(Turn to page 96) 





Again In 1934 


“WATCH WATSON” 


WO years ago and again last year we advised you 
to “WATCH WATSON.” Many leading jewelers 
not only followed this advice, but they added additional 
profits during 1933 by joining the steadily increasing 
number of leading jewelers stocking and selling Watson’s 
Nationally Advertised hollowware and flatware patterns. 





Again this year Watson sets the pace with the use of 
beautiful color pages in well-known National magazines 
to help you sell more Watson Sterling. Again, editors 
of the outstanding women’s and class publications are 
featuring Watson Sterling patterns in their editorials— 
additional proof of the acceptance and popularity of 
Watson Sterling. 


Unparalleled sales increases enjoyed by Watson custom- 
ers during 1933 is additional proof that the Watson Com- 
pany’s customer protective policy . . . Restricted Sales 
Outlets through jewelers Only—no around the corner 
competition ...is being appreciated by those who know 
the devastating effects of the unfair competition waged 
by other types of outlets. 





PRIVATE SILVERSMITHS’ 
CONSULTATION SERVICE 


The Private Silversmiths’ Consultation Service, origi- 
nated by Watson, was made use of by the largest num- 
ber of jewelers during 1933 of any year since this unique 
cooperative plan was announced. Many jewelers have 
found in this service the means of securing new cus- 
‘ tomers and new business from sources where the sale 
of ordinary commercial sterling would have been im- 
possible. During 1933, in addition to many smaller com- 
missions, the Private Silversmiths were commissioned, 
through prominent retail jewelers, to design and execute 
two of the most extensive complete family services in 
Sterling silver flatware with matching hollowware that 
have been placed in many years. The Watson Company 
will gladly explain this service in detail upon request. 


The Watson plant is the largest manufactory in the 
World devoted exclusively to the creation of standard 
patterns and special commissions in STERLING SIL- 
VERWARE. 


Watson Sterling is better—you can prove it. 


LAMERIE . OLD COLONY 
a2 10 


TRAGE MARK 


Watson Sterling 


THE WATSON COMPANY 
87 WATSON PARK, ATTLEBORO, MASSACHUSETTS 
NEW YORK CHICAGO LOS ANGELES 
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An attractive display of silver gifts for the Spring Bride at Ovington’s, Fifth Ave., New York 





| + + Silver—A Bridal Necessity 


The first days 


of Spring awake thoughts of home making—the young 
hostess is thinking of a season of pleasant, informal 
entertainment, of teas, bridges and luncheons; while the 
bride of Spring, that perennial gift of Providence to 
the retail jeweler, is considering the basic element of all 
gracious hospitality, her silverware. 

Next to the home itself, there is little of more impor- 
tance to the bride than her silverware. It is to her a 
cherished symbol of her taste and preference in home 
decoration, and forms the essential individuality of its 
atmosphere. 

Often interest in the different patterns of silverware 


makes itself evident in the feminine sex long before the’ 


status of even “bride-to-be” is reached. One jeweler 
found it a very effective silverware promotion to show 
in his window a wide variety of silver patterns. Attached 
to the spoon of each pattern was a ribbon which led to 
a photograph of one of the members of the graduating 
class of the high school in his community. Copy on a 
card in the window indicated that this young lady had 
thus’ expressed her preference for that pattern. This idea 
stimulated desire for silverware among the girls of the 
community and crystallized a potential buying impulse in 
each individual graduate. Definitely committed to a 
pattern in her own mind, the school girl has already 
begun to plan her future home! 

Rarely should a display of merchandise depart from 
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this fundamental principle of tying in some definite idea 
of use, or sentiment, with the goods shown. A window, 
besides showing articles for sale, should always give some 
idea of why they are particularly desirable—provide a 
powerful buying motive, either through copy or by reason 
of the dramatization of an idea in the arrangement of 
objects. 

The window shown on this page, titled, “Gifts for 
the Bride of Spring,” was designed by Ovington’s, smart 
Fifth Avenue Gift shop, and embodies the idea of gifts 
of silver for use on special occasions. A tea setting, buffet, 
a combination for the service of drinks, a coffee service, 
the large arrangement in the background suggesting a 
formal dinner setting, carry out this plan. 


= group 
has a definite idea behind it, the use of a combination of 
silver pieces for a specific purpose of entertainment in 
the home. In the foreground is a hand-lettered card 
bearing descriptive copy. Each group of merchandise is 
arranged as an integral unit on a separate display block 
and has a small card giving the price of the pieces in 
the setting. 

The feeling of the display is quite modern, simple 
straight lines and curves giving an architectural quality 
to the arrangement. The severity usually typical of such 
a display is softened by the flowers placed at either end 
of the window and in the background. 






































Operating and Financial Statements 
(From page 39) 


tained from outside sources. ‘These comparisons can best 
be made by the use of ratios—that is, the ratio of each 
item to net sales. In addition to standard ratios com- 
piled from past experience of an individual business, there 
are also available various average ratios which have been 
compiled by outside sources. In the jewelry industry 
many operating ratios are to be found in the surveys 
conducted by the United States Department of Com- 
merce, in conjunction with the various trade associa- 
tions. . 

As an example, we find in “Jewelry Distribution by 
Wholsale Jewelers” the ratio of the expense item of 
“Rent, Light and Heat” as follows: 

For Wholesale Jewelers $1.29 per $100 net sales 

For Retail Jewelers er 2 ee ee 

Naturally these expense ratios will vary somewhat 
according to conditions, size of business, location, etc. 
In some of these surveys the ratios have been grouped 
according to volume of business. For instance in “Jewelry 
Distribution by Retail Jewelers” a survey made by 
the United States Department of Commerce, with the co- 
operation of the American National Retail Jewelers’ As- 
sociation, the following are given as the expense ratios of 


stores having annual sales of $25,000 to $49,999: 


RE dee karin ivarveswans 6.5% of Net Sales 
Light, water, heat and power 1.2% 
Repairs and depreciation ... 1.3% 
PK Gitkadineknenteeas ~ 10% 





ee eee 8% 
Salaries and wages ........ 25.7% 
PE ode eavewewes es 2.6% 
Freight, express and postage . 8% 
Boxes and wrappings ...... 8% 
Other store supplies ....... 1.2% 
All other expense ......... 3.1% 

PD Siniénndaoene’ 45.0% 


It is interesting to note that in this survey the average 
gross profit was found to be approximately 43 per cent, 
indicating an operating loss of 2 per cent for the above 
group of stores for the year 1929. 

If you are operating a retail jewelry store, check your 
expense ratios with the above. Determine your gross 
profit ratio, for if your total expenses exceed the gross 
profit, you are operating at a loss and must cut expenses 
wherever possible. 

Watch these operating ratios carefully and don’t let 
them eat into that gross profit ratio too much. 


Preparation of Financial Statements 


As previously stated, it isn’t possible to get a com- 
plete picture of a business without a financial statement 
as well as an operating statement. 

There have been some efforts made to standardize the 
form of financial statements, but they are still submitted 
in many different arrangements and under several dif- 
ferent titles, such as balance sheet, statement of assets 
and liabilities, etc. While it is perhaps desirable to 
standardize the form of this statement, still unless it is 
more or less flexible there is always the possibility that 








designs. 








The Tantalus Trio Makes lts Bow to the Jeweler! 


Here are decanters of intriguing design with a Scotch accent. 
They lock securely against the unbidden guest. Convenient for 
serving. A smart accessory for host or hostess—and very much 
the vogue. 


Decanter Combinations in Great Variety 


This is merely one example of what Bradley & Hubbard have de- 
signed for the protection and serving of liquors. The Tantalus Set 
illustrated is finished in Chromium, with three crystal bottles $15.00 
list; with blue or ruby bottles $16.00 list; all with crystal stoppers. 
Each bottle etched “Scotch,”.“Rye” or “Gin.” 
can be substituted. Other Sets with one or more bottles in unique 


Our new catalog “Distinctive Metalware” will be sent on request. 


THE BRADLEY & HUBBARD MFG. COMPANY 
“Gifts of Distinction in Metalware” 


New York Display Rooms, 200 Fifth Avenue (Suite 255-263) 


If desired “Bourbon” 
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a vital condition peculiar to a concern might not stand 
out in the picture as clearly as it should. 

Too much detail in the statement should be avoided. 
If necessary the details can be listed on a separate sched- 
ule. Some statements are arranged so that the assets 
and liabilities are side by side, while others list the assets 
above the liabilities, but regardless of which arrangement 
is used, there are three main or fundamental divisions: 


1—ASSETS 
2—LIABILITIES 
3—PROPRIETORSHIP 


The various items making up these divisions should be 
listed in a certain regular order, thus: 

Division 1—Assets—should be arranged accord- 
ing to their availability, their order usually being 
“Cash,” “Receivables,” “Inventory,” “Current In- 
vestments,” “Equipment,” etc. 

Division 2—Liabilities—should be arranged ac- 
cording to the order in which they should be paid, 
usually “Current Accounts Payable,” “Notes Pay- 
able,” “Deferred Obligations.” 

Division 3—Proprietorship—shows to whom the 
excess of assets over liabilities belongs and in the 
case of a corporation, capital stock, plus surplus or 
less deficit. 

If the make-up of these three divisions as outlined 
above is clearly understood, it is not-a difficult matter to 
prepare the statement. 


Use of Financial Statement 


There are many ways in which a financial statement 
can be used as a help in the conduct of a business. As 
it represents the financial structure of the business, it is, 
of course, important to watch all changes and know 
whether the structure is increasing in stability or other- 
wise. Only a few of the more important comparisons 
will be mentioned. 

Current liabilities compared with current assets: 
Should current liabilities and current assets increase it 
generally means a weakened structure unless the current 
assets increase at a greater rate than the current lia- 
bilities. 

As an example, let us consider a simple three-for-one 
statement with current assets of $12,000 and current lia- 
bilities of $4,000. Suppose the liabilities increase $4,000 
nd the assets a like amount. We then have only a 
two-for-one statement with current assets of $16,000 
and current liabilities of $8,000. 

If your statement shows a two-for-one ratio between 
current assets and current liabilities then the former 
must increase twice as fast as the latter in order to main- 
tain this position. 

If the reverse condition is found to exist, where cur- 
rent liabilities and current assets have decreased in the 
same amount, of course the financial structure is im- 
proved. 

As in the case of the operating statement, comparisons 
are usually made by ratios. These ratios are of no value 
by themselves but must be compared with like ratios com- 

(Turn to page 67) 
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Che Pairpuint Corporation, xew weatord, mass. 


New York City 





NEWCASTLE PATTERN 


SILVERPLATE of QUALITY is always in demand, especially the Old English reproductions. Our Newcastle 
pattern features the Gadroom Border, which came into fashion in England at the end of the Seventeenth Century. 
This pattern has beauty, simplicity and quality at a moderate price. Write Now for Revised Prices. 


150 Post St., - San Francisco 
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_.. Fine tools mean fine work 


Put an S. S. WHITE Cutting or Grind- 
ing Tool beside a similar tool of the 
ordinary run, and to the eye, little or 
no difference is noticeable. But put 
each one to work and a striking dif- 
ference in performance is_ instantly 
apparent. The S. S. WHITE tool cuts 
faster, cleaner, truer. It does finer 
work. The answer is that S. S. WHITE 
Tools are made of the finest materials 


and to an unusual degree of accuracy 
—the result of special processes and 
special machines perfected during the 
course of more than half a century of 
manufacturing experience. 


TRY S. S. WHITE TOOLS and you will 
understand why Jewelers prefer them. 
Write for CATALOG TA showing the 
wide variety of shapes and sizes avail- 
able, and prices. 


ABRASIVE TOOLS . 


eae 





The S. S. WHITE Dental Mfg. Co. 
INDUSTRIAL DIVISION — 150-6 West 42nd Street — NEW YORK 
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BRASIVE POINTS 
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Only a few of the shapes and sizes are shown 


ABRASIVE DISKS 


| @) Silo: 


True form, accurately centered 
ABRASIVE WHEELS 


holes, clean edges. Many other 
types and sizes available. 
Sizes range from 7” to 3” in diameter and 
1/16” to 3/16” in thickness. 
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Micallef Presents 


New conceptions of beauty in Bracelets, 
Rings, Pendants, Ear Rings, Clips, Bar 
Pins, and Brooches, mounted with genu- 
ine Chinese jade, Japanese cultured 
pearl, ocean pearl, hematite, agate, shell 
cameo, and a complete line of full-tin 
polished stones of all colors and shapes. 
Micallef Jewelry is made of sterling sil- 
ver—with the exception of a line of gold 
Cameo Brooches. 
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“\ THE FUTURE 
asa WS BECKONS! 


Me, 


To all who have faith in the future of the trade 
and who are willing to really work for immediate 
profits. 


Enlist today! 


HELP MAKE AMERICA 
GEM AND JEWELRY CONSCIOUS 


Graduation Sp ecials Tie in with the A.G.S. campaign 


Pendants, Rings and Sets— Solid and 
Flexible Bracelets and Brooches, set with 
different stones and mounted with the 
class numerals, make ideal graduation 


A planned campaign designed to assist the legitimate 
jewelers’ problems, from which you can immediately 
profit in your town. A.G.S. plans the work—-you 
work the plan. Creates constantly increasing sales, 4 











specials. Sterling silver, rhodium finish. Requires no more effort or money than you 7° 
W ait For Mic alle f S alesmen ! now spend to stay in business. i, so 
A. Mic all e f & C oO. The American Gem ee : “ “os oe 
59 Page St., Providence, R. I. ee  Sepeiale AS cer 
Chas. J. Tonry, 9 Maiden Lane, N. Y. Earl M. Barney, Mid-West Rep. Los Angeles Ps e™ ke y < eo a 
Jay H. Merrill, 150 Post St., San Francisco Calif. i Aes 3° wr we “ . sige 
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Operating and Financial Statements 
(From page 65) 


piled from previous statements, or with average standard 
ratios obtained from outside sources such as your trade 


associations.. Iwo of the most common and valuable 


ratios are: 

Current Ratio: Current assets divided by current 
liabilities ; 

Quick Ratio: 
current liabilities. 
The foregoing brief outline of the forms and uses 

of operation and financial statements will give some idea 
of the requirements of such statements and the ad- 
vantages accruing therefrom. If a bookkeeping system 
has been carefully installed, including, of course, a proper 
and adequate classification of accounts as outlined in a 
previous article, there will be no great difficulty in pre- 
paring these statements from the monthly trial balance. 

There is one more procedure that must be given con- 
sideration, and that is the matter of inventory, as with- 
out an inventory of some sort, these statements cannot 
be completed. 

According to statistics only about one-third of the re- 
tail jewelry stores report using a perpetual inventory 
and most of those are among the larger concerns: A 
monthly physical inventory is, of course, out of the ques- 
tion, but there is a lot of danger in guessing between the 
periods of a physical inventory, particularly when it is 
taken only once a year. Therefore a perpetual inventory 
is a very important part of the accounting system. The 
principle of a perpetual inventory is simple, it being just 


Cash and receivables divided by 


this: Goods on hand at cost, plus cost of goods pur- 
chased, less goods sold (at cost paid for such goods 
sold), recorded each day or week will equal goods on 
hand. The application of this principle, however, is not 
so simple, particularly in a manufacturing concern where 
the raw material is converted into goods in process, which 
in turn are converted into finished product, values being 
added at each stage. On the other hand, a retailer or 
wholesaler should have no great difficulty in keeping a 
perpetual inventory, as the greater portion of extra labor 
involved would be in the tabulation of the cost (cost 
to store) of all goods sold. In order not to complicate 
the general bookkeeping system, it is proper to use only 
totals, with a subsidiary book, or books, wherein the goods 
or products are separated into the required number of 
classifications. 

In the absence of both physical and perpetual inven- 
tories, it is sometimes possible to prepare an estimated in- 
ventory with some degree of accuracy, using average 
mark-up or average gross profit as determined from past 
experience. 

Whatever method is used, the results must be rea- 
sonably accurate, the test of the accuracy being made when 
physical inventory is taken. 

In conclusion, and at the risk of being criticized for 
repetition, let me urge everyone in the jewelry industry to 
make sure that they derive the benefits that come from 
the use of proper accounting records; and to those who 
know how necessary adequate accounting is, and are 
taking full advantage of the benefits accruing therefrom, 
let me ask that they pass the knowledge along to the other 
fellow. 





mignry Mirror Finish Creations 





Oy Y 679B 
~ PATENTED JULY 4, 1933 
No. 1,916,821 








PATENTED DEC. 5, 1933 
No. 1,938,206 


We originate. The fellow who has 
to copy is to be pitied. 


Ask your wholesaler’s salesman for 
Bigney’s Mirror Finish Creations in 
bracelets, cigarette cases, buckles, 
chains and costume jewelry. Our de- 
signs this year are very artistic and 
beautifully finished. 


We call your attention particularly to 
a few of our patented bracelets. Ask 
your jobber for them. 





In business fifty years and going strong. 
The only criticism of our goods, they wear too long. 
Nevertheless, it’s wear that counts. 
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A FAST SELLING NOVELTY 
STERLING SILVER PIERCED MONOGRAM 


GEAR SHIFT KNOB 


Display these at- 
tractive gear shift 
knobs and make 
every car owner a 
customer. Made of 
Catalin, in six popu- 
lar colors, with 
sterling silver 
plates, available 
plain for engraving, 
or with pierced ini- 
tials, two or three 
letters. 





Order a trial set . . . six assorted knobs in an 
effective display case. Obtainable for every 
make of car. Stipulate make and year of car. 
Prompt delivery of orders. 


Simons Bros. Company 
269 S. 9th ST. PHILADELPHIA 














Do you buy, sell or use gems 
and gem materials ? 


This new book should be in the hands of everyone who 
has an interest in gems and gem materials. 

It describes practically every important gem and gem 
material, classifies the materials according to various prop- 
erties, includes tables of comparative gem material charac- 
teristics and gives the latest available information on manu- 
factured stones. 


Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Henry Kravs, Professor of Crystallography and 
Mineralogy and Director of the Mineralogical Laboratory, 
University of Michigan, and Epwarp F. Ho.ppn, Late 
Instructor in Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00. 


The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems 
such as crystal forms, physical, optical and chemical prop- 
erties, formation, occurrence, cutting, polishing and naming 
of gems. 

The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


Valuable statistics on production and occurrence. 

Full discussion of cutting and polishing of gems. 

Full treatment of manufactured stones, including detailed 
discussions of artificial rubies and sapphires, glass imi- 
tations, bakelite, etc. 

Numerous tables of gems arranged according to various 
properties. 

Summary Table for ready reference. 


Order your copy to-day from 


Jewelers Publishing Corporation 


bad ad 





239 W. 39th St., New York City 
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SOMETHING 
TO REMEMBER 





Now 


Our Greatest | 
April Diamond Sale 


Send for a Copy of Our Catalog 





AISENSTEIN-WORONOCK & SONS, Inc. 


Serving the Jewelry Trade Since 1885 
580 Fifth Ave. New York, N. Y. 
























Two Standard Books for 
Optometrists and Opticians 








By LIONEL LAURANCE 





General and Practical Optics 
(Fourth edition, 336 pages) 


Visual Optics and Sight Testing 
(Third edition, 502 pages) 













Price, $5 for Each Book 










OPTICAL JOURNAL & REVIEW 
239 West 39th Street New York City 
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New Ideas and Enthusiasm 
(From page 35) 


riding on strong, new tires, enjoying knee-action wheels 
along with some tank-style streamlining. Yes, and from a 
good source I heard of a jeweler making a sale during 
February where the profit on that sale alone would pay 
all his overhead for more than three months. This goes 
to show there are still a few folks around who appreciate 
quality merchandise. 

Proof that Americans are buying to bring back pros- 
perity comes forcefully out in late February figures 
showing retail sales up 20, 40 and in some cases 60 per 
cent over the same week a year ago. The new labor- 
saving sort of housefurnishings, such as hardware, rugs 
and kitchen goods showed the greatest increase. Other 
signs of returning public confidence reflects itself in the 
decided increase in inquiries for samples and quotations. 
This is highly significant. As it should be, the wide 
awake minority who show up with improved products 
will set the sales pace. People with money are spending it 
cautiously and only distinctly smart, efficient items pos- 
sessing greater beauty and value or some element of 
novelty or improvement will be sought. 

General Johnson’s invitation to 5000 big business men 
to visit with him from March 5 to 8 and give plenty of 
pungent criticism toward the correction of the admittedly 
imperfect codes helped things generally. Handsome divi- 
dends should result from this smart gesture on the part 
of these not only instigating the codes but having the 
more heroic task of keeping them adhered to. 

A carefully prepared analysis by the Department of 
Labor shows living costs have risen five per cent since 
last June. Household furnishings provided the largest 
rise — 11.6 per cent. Knowing that no home is com- 
pletely equipped with glassware, china and silver, the 
department stores generally made vigorous promotions on 
these and kindred items the first months of this year 
with good results. 

Many jewelers are still overlooking the fact that a 
substantial field can be built for the sale of children’s 
gifts through direct and pertinent information addressed 
to that large number of women who have no children of 
their own — unmarried women, relatives and friends of 
little children. They make gifts to children throughout 
the year on various occasions — birthdays, Easter, when 
they visit as house guests, etc. Appeal to them by making 
window showings of proper accessories as well as useful 
gifts. 

America is stepping out. The desire to live more 
abundantly with some semblance of elegance and for- 
mality is rampant. People are entertaining. What with 
sherry and cocktails at five o’clock and after-the-theater 
suppers, there are dozens of ways the average jeweler 
can corral business. Display the wonderful wares fasci- 
natingly. Show the new items you have in use in your 
windows and on counters and tables in your store. Write 
newsly advertisements, even if they must be compara- 
tively small, release them frequently. Above all, do 
something — every week — every day. If you are jaded 
and ideas don’t come fast enough, ask the manufacturers 
whose products you sell for their merchandising helps. 
- . . Don’t be afraid to ask for assistance. Columbus 
begged a Queen for the ships with which he discovered 
America. 
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“NEW IDEA” 
IN FINE 
JEWELRY 


Pat. Pending 


For many seasons, jewelers have searched for the 
“something new in fine jewelry...that would stimulate 
sales and increase profits. The CORSAGE PIN has been 
advertised in leading magazines and the response has 
been such as to leave no doubt whatever that here is 
a piece of jewelty that practically sells itself. 

This unique pin holds a corsage, is easily trans- 
ferred from dress to wrap. It is being magufactured in 


diamonds and platinum. 


CROMUR, INC. - 608 Fifth Ave , New York 
Charles Murray ° Albert Krolik 
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Regulations, Organization and Functions of Local — 





Retail Jewelry Trade Committees as Approved 


by General Johnson 


WasuHinocton, D. C., March 2—Gen. Hugh S. John- 
son, National Recovery Act Administrator, has signed his 
approval of the plan of organization of local code com- 
mittees, as formulated by the National Retail Code Au- 
thority and submitted to him under the title “Regula- 
tions, Organization and Functions of Local Retail 
Jewelry Trade Committees.” The regulations, which be- 
came effective as of that date, follow: 


REGULATIONS, ORGANIZATION AND FUNCTIONS 
OF THE 


Loca RETAIL JEWELRY TRADE COMMISSION 
[APPROVED BY GEN. HUGH 8. JOHNSON, JAN. 30, 1934] 


Article IX of the Retail Jewery Code provides :— 

Section 2 [e] LOCAL COMMITTEES.—“The National Re- 
tail Jewelry Trade Council shall, subject to the approval of 
the Administrator, supervise the setting up within local trading 
areas of local committees for the purpose of assisting in the 
administration and enforcement of this code within such local 
areas in so far as it relates to the retail jewelry trade.” 

Pursuant to the above article of the Retail Jewelry Code, the 
National Retail Jewelry Trade Council hereby prescribes the 
following regulations for the organization of local retail jewelry 


-" 


trade committees. These regulations are subject to change or 
modification as circumstances indicate upon approval of the 
Administrator. 

Opportunity is provided for the local administration of the 
code in every natural trading area containing stores which 
are governed by the code, through the formation of Local 
Retail Jewelry Trade Committees as provided in Section I, here- 
under. 

The National Retail Jewelry Trade Council urges that there 
shall be local retail jewelry trade committees in all Metro- 
politan Districts [as defined by the 1930 census] and in all 
trading centers outside such districts. In some instances addi- 
tional subordinate organizations may be required for congested 
localities. 


Article 1X, Section 2 [a] of the Retail Jewelry Code provides 
as follows :— 

ays The National Retail Jewelry Trade Council may issue 
regulations providing for the local administration of this Code 
through cooperation with the local Retail Trade Councils set 
up under the supervision of the National Retail Trade Council, 
such regulations to be subject to the approval of the Adminis- 
trator.” 

It is accordingly permissible for Local Retail Jewelry Trade 
Committees, or retail jewelers if no such committee exists in 
performing their functions under the Code, to cooperate with 
other local enforcement agencies on some basis mutually ac- 
ceptable to the respective parties. However, in that event, 
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In these districts local code authorities are being appointed and when approved will function in the Retail Jewelry Trade. 
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Local Retail Jewelry Trade Committees shall not surrender 
their identity or authority but shall continue subject to the duty 
of securing the observance and enforcement of the Retail 
Jewelry Code as hereinafter provided. If no local Retail 
Jewelry Trade Committee is set up, retail jewelers of the com- 
munity may cooperate with the local Retail Jewelry Trade 
Committee of some convenient, contiguous region; or may oper- 
ate under a general retail jewelry authority governing a larger 
trade area such as the state or the natural trade region in 
which they are located; or may join with other local enforce- 
ment agencies in the enforcement of the Code, as the National 
Retail Jewelry Trade Council shall deem most effective in each 
case. 


SecTion I. INITIAL ORGANIZATION OF COMMITTEE 


[1] The initiative for the establishment of a local Retail 
Jewelry Trade Committee may be taken by a local member of 
the Retail Jewelry Trade, designated by the National Retail 
Trade Council to make nominations after consultation with local 
jewelers, or in the absence of such designation, by local mem- 
bers of the Retail Jewelry Trade subject to this Code. 


[2] If in any retail trade area, as provided above, no local 
committee is organized by March 1, 1934, the National Retail 
Jewelry Trade Council with the approval of the Administrator, 
may take such steps it shall deem necessary to create and organ- 
ize such local committee. 


[3] In the event that all efforts at the organization of a local 
Retail Jewelry Trade Committee fail, and in the interim before 
such local committee is organized and authorized to operate, as 
set forth below, the functions of local administration under the 
Retail Jewelry Code shall be performed by the NRA through 
such agencies as it may designate. 


II. MEMBERSHIP 


[1] A local Retail Jewelry Trade Committee shall be made 
up of representatives from each of the branches of the Retail 
Jewelry Trade including the following, to the extent that such 
branches exist in the local area: 


Large jewelers 

Small jewelers 

Credit jewelers [Installment] 

Jewelry departments of department stores 
Upstairs jewelers 

Pawnbrokers selling jewelry at retail 


Jewelry service shops serving the ultimate consumer 
[watch repairers, jewelry repairers, engravers, 
craftsmen, etc. ] 


[2] Members of the local committees may at any time be 
removed by the National Retail Jewelry Trade Council with 
the approval of the Administrator. In the case of vacancies, 
nominations to fill the vacancy shall be made by the local com- 
mittees after consultation with local retail jewelers and such 
vacancies will be filled by appointment made by the National 
Retail Jewelry Trade Council, with the approval of the Ad- 
ministrator. 


[3] In case of any question or complaint regarding the 
composition of the committee or its representative character, the 
matter shall be referred to the National Retail Jewelry Trade 
Council for adjudication in consultation with the Administrator. 
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Ill. 


APPLICATION FOR CERTIFICATE OF AUTHORITY 


[1] As soon as the members of a local committee have been 
nominated, the Chairman or other duly authorized officer shall 
notify the National Retail Jewelry Trade Council, 522 Fifth 
Avenue, New York, N. Y., of such organization. The letter of 
notification shall set forth the following facts: 


[a] Proposed retail trade area comprised under the di- 
rection of the local committee with its boundaries 
described in detail, accompanied by a map, if pos- 
sible, showing boundary lines. 


[b] Population of the retail trade area, actual or esti- 
mated, based on the Census of 1930. 

[c] Estimated number of retail jewelry stores in the 
area, classified according to the types listed in para- 
graph II, subparagraph [1], above. 

[d] The names, business connections, and addresses of 
the persons nominated to represent the various 
classifications of the Retail Jewelry Trade on the 
committee. 

[e] The name of the Chairman proposed for the Com- 
mittee. 

[f] Date of organization of committee. 


[2] Upon receipt of this letter, the National Retail Jewelry 
Trade Council, shall, if the information contained therein is 
satisfactory, and it appears that the local Retail Jewelry Trade 
Committee is truly representative, recommend such local com- 
mittee to the Administrator of the NRA. 


[3] Upon approval by the Administrator of the National Re- 
tails Jewelry Trade Council shall shall issue to the local Retail 
Jewelry Trade Committee, a certification authorizing such com- 
mittee to perform designated functions under the Code. 


IV. FUNCTIONS 


Upon receiving certification from the National Retail Jewelry 
Trade Council, the local committee shall be empowered to per- 
form the following functions, or such of them as shall have 
been designated in the certification. 


1. GENERAL SCOPE OF POWERS 


The Local Retail Jewelry Trade Committee shall be the rep- 
resentative body from the trade within a local area and, subject 
to such regulations as may from time to time be issued by the 
National Retail Jewelry Trade Council and approved by the 
Administrator or by the Retail Jewelry Trade Authority, shall 
be charged with the responsibility for the administraton of the 
Code within such local area. 


2. ACTION ON COMPLAINTS 


[a] In accordance with Article IX, Section 2 of the Code, 
the local committee, after certification to the Compliance Divi- 
sion and by it approved, shall receive all complaints other than 
complaints of violations of the labor provisions of the Code [for 
the procedure regarding which see subsection [d] below] and 
shall seek their adjustment in accordance with the provisions 
of the Code and the official interpretations and amendments 
thereof and in accordance with such regulations as may from 
time to time be issued by the National Retail Jewelry Trade 
Council with the approval of the Administrator. In handling 





complaints the local committee shall seek adjustment by explana- 
tion or conference. 

[b] Should the local committee fail to secure satisfactory 
adjustment of any complaint other than one relating to labor 
provisions of the Code, it may be referred by either the local 
committee, the complainant or the person complained against 
[hereinafter called the respondent] to the National Retail 
Jewelry Trade Council, together with complete record of facts, 
for final consideration and disposal so far as the Retail Jewelry 
Trade is concerned. 

{c] The local Retail Jewelry Trade Committee shall main- 
tain a complete record of all cases brought before it and of 
their disposal. Summaries of these records will be required 
from time to time by the National Retail Jewelry Trade Council. 
The local Retail Jewelry Trade Committee shall also furnish 
such summaries as may be requested by other governmental 
agencies properly authorized to receive them. In no case shall 
any record of information be given or divulged by any local 
Retail Jewelry Trade Committee or the National Retail Jewelry 
Trade Council, or any member or employee of such bodies, to 
any agency or person unauthorized to receive such information. 


{d] All complaints of violations of the labor provisions of 
the Retail Jewelry Code shall be submitted, in the first instance, 
to the State Director of the National Emergency Council, or 
such other regional agency as NRA may designate. At the 
office of the State Director the complaints will be tested for legal 
sufficiency. All complaints which are obviously crank or which 
do not state facts which constitute a violation of the code will be 
rejected. The complainant will be informed of the reason for 
the rejection of the complaint, which rejection shall be accom- 
panied by a full explanation. In the case of a labor complaint 
which appears to be valid, a brief of the facts prepared in such 
a way as not to reveal the identity of the complainant will be 
forwarded to the local Retail Jewelry Trade Committee having 
jurisdiction over the respondent, when such Committee has been 
certificated to the Compliance Division and by it approved as 
qualified to handle such cases. After a lapse of 24 hours, the 
State Director will inform the complainant that the matter has 
been so referred. The letter referring the matter to thee local 
Retail Jewelry Trade Committee should request that body to 
keep the State Director fully informed as to the status of the 
complaint, to report if and when the complaint is adjusted, and 
if a complete adjustment cannot be reached within a period 
of ten days to report that fact to the State Director. A letter 
from the State Director will then inform the complainant that 
he has the option of appearing before the local Retail Jewelry 
Trade Committee to make a statement of his case or to await 
the efforts of the local Retail Jewelry Trade Committee, and if 
these fail, to take the matter up further with the State Director. 


3. INFORMATION AND INTERPRETATIONS 


The local Retail Jewelry Trade Committee shall have the 
function of answering inquiries with respect to the application 
of the Code. In the performance of this function it shall be 
guided and bound by the provisions of the Code and the official 
interpretations and amendments. Where cases arise which 
are not fully covered by this Code or its official interpretations, 
the local Retail Jewelry Trade Committee shall refer such cases 
to the National Retail Jewelry Trade Council. 


4. EXCEPTIONS 

No local Retail Jewelry Trade Committee shall have the 
power to grant exceptions. Under the provisions of Article 
IX, Section 4, exceptions may be granted only by the Admin- 
istrator or his duly authorized agent, after such public notice 
and hearing as he may deem necessary. The local Retail 
Jewelry Trade Committee shall, however, receive requests for 
exceptions from retail jewelers, and forward such requests, with 
recommendations to the National Retail Jewelry Trade Council. 


5. POWERS UNDER LOSS LIMITATION AND AUCTION PROVISIONS 


The local Retail Jewelry Trade Committee shall have the 
power to receive from retail jewelers the notices which Article 
VII, Section 1, and Article VIII, Section 1 [n], of the Code 
provide a retail jeweler shall give in certain instances. 


6. RECORDS AND REPORTS 


The secretary of a local Retail Jewelry Trade Committee 
shall keep complete records of all complaints, adjustments and 
other actions, and the committee shall make such reports to the 
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National Retail Jewelry Trade Council and to Zovernment 
agencies as may be requested in accordance with Article IX, 
Section 2 [d] of the Code. 


V. OFFICES AND PROCEDURE 


Other than the Chairman, who shall perform the usual duties 
of such office and whose selection must be approved by the Na. 
tional Retail Jewelry Trade Council, the local Retail Jewelry 
Trade Committee shall appoint such other officers as it deems 
necessary and outline the duties and responsibilities of such 
officers. It shall appoint its own committees and set its own 
time of meeting. 


VI. EXPENSES OF OPERATION 


[1] Members of the local Retail Jewelry Trade Committees 
shall serve without pay, but the committee shall be authorized 
to raise funds to meet necessary expenses of local administra- 
tion.* 

2. Such funds will be raised by assessment as provided in 
Article IX, Section 2 of the Retail Jewelry Code, and collected 
in accordance with the Regulations for Assessment and Award 
of Insignia as approved by the Administrator in Order No, 
142-4, dated January 6, 1934. The National Retail Jewelry 
Trade Council will distribute through the Local Retail Jewelry 
Trade Committees registered Insignia for display by members 
of the retail jewelry trade eligible to receive them when such 
insignia are released by the National Recovery Administration, 
Execution of the assessment forms, payment of the assessment, 
and compliance with all the provisions of the Retail Jewelry 
Code are the requisites for eligibility to receive and retain 
these insignia. 


VII. GENERAL DIRECTIONS 


[1] Local committees are in no sense to be prosecuting 
agencies. Their function is that of securing compliance with 
the Code through explanation, conference and adjustment. Re- 
sort to the penalties of the Act will be made only by govern- 
mental agencies and only after the Trade and the NRA have 
failed to effect a satisfactory settlement. 


[2] One of the principal functions of a local Retail Jewelry 
Trade Committee is that of education and friendly advice in 
order that the policy of the National Industrial Recovery Act 
and the provisions of the Code may be better understood. 

[3] The less formality introduced in handling questions and 
complaints, the more effective and successful the work of a local 
Retail Jewelry Trade Committee is likely to be. Most adjust- 
ments will be secured by simple personal call and individual 
conference. 

[4] Work on individual questions and complaints should, 
so far as possible, be carried on without publicity. The names 
of complainant and the party complained against should be 
kept secret except in so far as either party may consent to have 
his name revealed. The mere revelation of the fact that a com- 
plaint has been filed against a certain retail jeweler may cause 
adverse public opinion resulting in undeserved loss of good will 
which will be disastrous to him. 


[5] Noconclusion against any party should be reached with- 
out giving such party the fullest opportunity to state his own 
side of the case. 

[6] Prompt attention to questions and complaints, through 
analysis of all available and pertinent facts, and careful de- 
liberation before attempting to formulate adjustments, are highly 
important elements in building the prestige of a local Retail 
Jewelry Trade Committee for fairness and efficiency. 


[7] When in doubt as to the meaning of the Code, its inter- 
pretations or as to procedure, get the advice of the National 
Retail Jewelry Trade Council or the N.R.A. 


[8] In accordance with the established custom of the Na- 
tional Recovery Administration, Local Retail Jewelry Trade 
Committees are hereby designated as Local Retail Jewelry Code 
Authorities. 


*NOTE: Order No. 142-4 of the Administrator approving 
Regulations for Assessment of Expenses and award of Insignia 
states “Local Committees, as formed, will be expected to pro- 
vide funds for their own expenses through additional local as- 
sessments, which the Code Authority must approve in advance.” 
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Directory of Code Authorities 


Code Authority Chairmen 


Following is a list of Industry Code Authorities which have been approved 
by the N.R.A.: 
NATIONAL RETAIL JEWELRY TRADE COUNCIL 
William D. McNeil, Chairman and Charles T. Evans, Secretary to the Council. 
Headquarters are at 522 Fifth Avenue, New York City. 


° Precious JEWELRY PRopUCING INDUSTRY 


Meyer D. Rothschild, Chairman and Edward Sumnick, Secretary to the Code 
Authority. Headquarters are at 608 Fifth Avenue, New York City. 


MEDIUM AND Low PRICED JEWELRY INDUSTRY 


F. A. Ballou, Chairman and Edward O. Otis, Jr., Secretary to.the Code Authority. 
Headquarters are at Providence-Biltmore Hotel, Providence, R. I. 


WatcH CasE MANUFACTURING INDUSTRY 


Fred E. Hyatt, Chairman and Alexander Vincent, Secretary to the Code Authority. 
Headquarters are at 20 West Forty-seventh Street, New York City. 


SILVERWARE MANUFACTURING INDUSTRY 


Edmund C. Mayo, Chairman and Alexander Vincent, Secretary to the Code 
Authority. Headquarters are at 20 West Forty-seventh Street, New York City. 


Chairmen of Retail Jewelry Trade Committees 


Announcement has been made by the National Retail Jewelry Trade Council at 
its headquarters in New York, that Local Retail Jewelry Trade Committees had been 
set up in well over 100 localities of the country, and that the number was being 
augmented daily by the addition of newly organized groups. Many of these Com- 
mittees are functioning, while some have been endorsed by the Council and are awaiting 
final approval by the NRA officials at Washington. For the convenience of retail 
jewelers, we list the chairmen of the committees, and the street addresses and firm 
connections of the chairman of each group. 


ALABAMA CHAIRMAN FIRM ADDRESS 
Mobile Mendel Goldstein Julius Goldstein & Son3 S. Royal St. 
Tuscaloosa E. J. Omment Fincher & Omment 521 Greensboro Ave. 

ARKANSAS 
Hot Springs S. P. McKeehan Jaccard’s 

CALIFORNIA 
Long Beach Peter H. Boyson 243 Pine: Ave. 

Los Angeles A. N. Slavick Slavick Jewelry Co. 527 W. 7th St. 
Pasadena Walter T. Hall J. Herbert Hall Co. 348 E.* Colorado St. 
San Francisco Godfrey Eacret Shreve, Treat & Eacret136 Beary St. 

and Oakland 

CoLorapo 
Denver Cyrus Allen Bohm-Allen Jly. Co. 600-16th St. 

CONNECTICUT 
Bridgeport W. C. Hawley Davis & Hawley 966 Main St. 
Hartford Albert Kohn Henry Kohn & Sons 890 Main St. 

New Haven Samuel Kirby S. H. Kirby & Sons 972 Chapel St. 
Waterbury Irving Green M. A. Green ‘73 Grand St. 

DELAWARE 

Wilmington J. Wales Davis Baynard’s, Inc. 5th & Market Sts. 


DIsTRICT OF COLUMBIA 


Washington Arthur J. Sundlun A. Kahn, Inc. 935 F St. N. W. 
FLORIDA 124 S. Orange Ave. 

Central Florida G. W. Lawton Orlando 

Palm Beach A. L. Schulz Greenleaf & Crosby The Breakers 

‘ Co. 

St. Petersburg Bruce W. Watters Rogers & Watters 322 Central Ave. 
GEORGIA 

Atlanta H. A. Maier Maier & Berkele, Inc. 111 Peachtree St., N.E. 

Columbus Fred H. Schomburg C. Schomburg & Son 1121 Broadway 

Macon J. Tom Cook Pekor-Cook Jly. Co. 2nd & Cherry Sts. 
ILLINOIS 

Chicago Chas. F. Baumrucker Jones & Baumrucker 31 N. State St. 


(Turn to page 89) 


THE JEWELERS’ CIRCULAR 73 
for April, 1934 





Code Authorities Meet 


ODE Authorities from all sections 

of the country, representing a 

wide range of industries, met in 

Washington the first week in March, 

at the call of President Roosevelt to 

cooperate in revising and strengthen- 
ing NRA industrial agreements. 

The opening session on Monday, 
March 5, ‘was formal and rather 
stately, with members of the Cabinet, 
other high government officials and 
many Senators and Congressmen pres- 
ent. Before this assembly came Presi- 
dent Roosevelt, not so much to tell 
what had been accomplished in the 
twelve months of his administration 
as what he hoped for in the future. 

He warned industry that the gov- 
ernment cannot forever continue to 
carry the whole burden of unemploy- 
ment, and stressed the need for 
greater protection for small business. 
He proposed wage increases and 
shortening of hours to bolster con- 
suming power and spread employ- 
ment, greater adherence by the people 
to the Blue Eagle symbol, continued 
enforcement of the antitrust laws to 
retain competition and prevent mo- 
nopoly and free choice of their own 
representatives by employees. 

The conference was divided into 
five groups which met coincidently. 
The Group 4 sessions were devoted 
to code administration and improve- 
ment and the difficulties encountered 
by Code Authorities were discussed. 
The sessions of this group were at- 
tended by the Code Authorities of 
the branches of the jewelry, industry 
represented at the gathering. Group 
1, covered employment and Group 3, 
dealt with such trade practices as 
were not part of the price study by 
Group 2, Group 5, considered the 
problems of small business. 

The price study group (Group 2) 
considered “open price practices,” and 
price maintenance. For years the 
American National Retail Jewelers’ 
Association has pointed out the need 
of stabilized prices at fair levels and 
this subject in the form of the Capper- 
Kelly Bill has been a subject of dis- 
cussion in both the Senate and House 
of Representatives. From every com- 

(Turn to page 89) 
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New York Wholesale Jewelers Organize 


Rutledge Simmons Chosen as Temporary Chairman Following 
Resignation of Herbert G. Johnson—Temporary Com- 
mittees Named for Commodity Divisions 


Representatives of 57 wholesale jewelry 
concerns in the New York market met 
on March 20 in the Hotel Commodore 
and organized the Wholesale Jewelers’ 
Association of New York. Temporary 
officers were elected and committees 
named to represent the various com- 
modity divisions in the industry. One 
week later, on March 27, the chairmen 
of these committees, constituting a tem- 
porary board of directors, met to elect a 
temporary chairman following the resig- 
nation of Herbert G. Johnson, of J. W. 
Johnson, 14 Maiden Lane. At this meet- 
ing, Rutledge Simmons, of Henry Ginnel 
& Co., watch distributors, 15 Maiden 
Lane, was elected to head the new group. 
The other officers chosen at the organiza- 
tion meeting remain unchanged and are: 
Samuel Strauss, 13 Maiden Lane, vice- 
chairman; Robert Quayle, Conover & 
Quayle, Inc., 10 Maiden Lane, treasurer, 
and Major Dana C. Beatty, 14 Maiden 
Lane, secretary. 

The meeting was called to provide a 
united body of wholesale jewelers in the 
New York metropolitan area. The func- 
tion of which, it was announced, will be to 
cooperate with the National Wholesale 
Jewelers’ Association in the formulation 
of a final code for the wholesale trade, 
with special reference to fair trade prac- 
tice provisions covering the operations of 
New York wholesalers. It will also aid 
in the formation of an administrative 
body to serve as the local wholesale code 
authority of the metropolitan area once 
the code has been approved. 

Six committees were elected, each one 
to represent the interests of specialized 
branches of the trade. These commit- 
tees and their members are as follows: 

General Jewelry: Samuel _ Strauss, 
chairman; N. Cahn, Samuel Cohen, Wal- 
ter J. Triner, Bert L. Kaufman, E. S. 
Feinstein, Harry Newburg. 

Silverware: H. G. Johnson, chairman; 


Samuel Busch, Louis Levine, Joseph 
Luria, Milton H. Sabin, Harold H. 
Voorhees. 

Clocks: J. F. Mansfield, chairman, 


Samuel Leiberman, Samuel Sitzman, Tim 
Kantor. 





Jewelers’ Supplies and Watch Mate- 
rials: Robert Quayle, chairman, John 
Poltock, Herman Bernstein, C. V. Mul- 
lins, Isidore Adelson, Henry Diamond, 
Leon Dranoff. 

Diamond Jewelry: Samuel J. Hunter, 
chairman, B. Distler, Isaac Jaffe. 

Watches: George A. Barnard, chair- 
man; Hyman J. Cohen, Bernard Schmuk- 
ler, C. E. Rolls, Milton B. Freudenheim, 
Rutledge Simmons, Harry Belenky. 

It will be the work of these six com- 
modity committees to study the trade 
abuses requiring correction in their par- 
ticular branches of the trade, and to 
plan clauses of fair practice provision to 
be recommended for insertion in the di- 
visional wholesale jewelry code. The 
chairmen of the committees comprise the 
temporary board of directors of the as- 
sociation and have been’ empowered to 
draft a constitution and by-laws. It was 
indicated that the annual dues will prob- 
ably be $10. 

The meeting was called to order at 
8.30 p.m., by Major Dana C. Beatty, 
who after announcing its purpose and 
scope, turned the chair over to David H. 
Greenberg as chairman for the evening. 
Mr. Greenberg is an attorney represent- 
ing several jewelers’ organizations. 

The speakers included William Wag- 
ner, executive secretary of the local 
Metropolitan Retail Jewelry Code Au- 
thority; George A. Fernley, vice-chair- 
man of the Basic Wholesale Code Au- 
thority and secretary of the National 
Wholesale Jewelers’ Association; Meritt 
Hurlburt, jewelry member of the Basic 
Wholesale Code; William D. McNeil, 
chairman and executive officer of the Na- 
tional Retail Jewelry Code Authority, 
and Phineas Peters, chairman of the 
Executive Board of the Retail Jewelry 
Associations of New York City. 

Mr. Wagner, whose subject was, “The 
Retail Jewelers’ Code Status,” described 
the set-up of the local code authority, 
referring to its avowed intention of seek- 
ing out trade abuses which are in vio- 
lation of the retail code. In a general 
denunciation of the evils of the jewelry 
industry, an indictment tempered by the 
fact that Mr. Wagner included retail- 
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ers as well as manufacturers and whole- 
salers as objects of his criticism, he 
“served open notice that all violations 
by concerns or individuals coming within 
the definition of a ‘retailer’ under the 
retail code will be cited as not complying 
with the NRA law.” He reported that 
already a complete file and complaint 
against a leading catalog house has been 
sent to Washington for Federal action, 
and that similar steps have been taken 
against an auction house which has 
denied the authority of the retail code 
over its business. 

Mr. Fernley discussed “The Necessity 
for Trade Organization Activity Under 
NRA.” Passing to the question of the 
wholesale jewelry code, he said that one 
group of wholesalers were in favor of 
a clause protecting the retail trade from 
unfair competition, while another faction 
is emphatically against such a clause. 
He mentioned the definition of a whole- 
saler in the basic code, explaining the 
reasons for its apparent ambiguity, and 
spoke briefly concerning the paragraph 
on price differentials, a provision which 
will require very careful consideration 
by the various commodity committees. 

Merrit Hurlburt stressed the import- 
ance of New York wholesalers being on 
the Code Authority. He pointed out 
that members of the Authority must be 
accessible to Washington; that the New 
York market is of great importance as 
the strongest economic unit in the scheme 
of jewelry distribution, and that the 
wholesalers of this area should be vitally 
concerned with the formulation and ad- 
ministration of a code which will gov- 
ern to a large extent the conduct of their 
business. Regarding the relation of the 
wholesale code to the retail jeweler, Mr. 
Hurlburt said: “I believe the retailer is 
my friend and that he should be pro- 
tected. The retailer supported my grand- 
father, he supported my father, he is 
supporting me and he will support my 
children—the wholesale code should pro- 
tect the retail jeweler.” 

Mr. McNeil urged close cooperation be- 
tween the code authorities of the jewelry 
industry, to work toward better coordina- 
tion among its branches and for 4a 
strengthening of the confidence of the 
consumer in the retail jeweler. He sug- 
gested the formation of a vertical con- 
ference group, composed of manufac- 
turers, wholesalers and retailers, which 
would iron out the inconsistencies and 
differences of the codes, examples of 
which he cited. Phineas Peters extende¢ 
the congratulations of the Executive 
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Board of Retail Jewelers’ Associations 
of New York, to the wholesalers on their 
new organization. 

Another organization meeting will be 
held within the next ten days for the 
purpose of adopting the constitution and 
by-laws and to plan incorporation. 


Temporary Chairman Simmons States Policy 
of New Organization 

In a statement to THE JEWELERS’ Cir- 
cutaR, Mr. Simmons said: “The New 
York Wholesale Jewelers’ Association 
pledges itself to protect the retail jeweler 
from unfair competition. It is my opinion 
that the members of the organization will 
stand firmly behind and fight for a code 
that offers such protection.” 

Other officers of the newly-formed 
body expressed themselves as taking a 
similar stand. Said Samuel Strauss, vice- 
chairman: “Now there is organized a 
New York group, truly representative of 
wholesalers in that area, which proposes 
full cooperation in the formulation and 
passage of a code which will extend to 
the retail branch of the trade the protec- 
tion that the economic health of the 
industry demands.” 





Thieves Loot New York Shop Window 


Sometime between 5 and 6 a.m., the 
morning of March 20, thieves cut through 
the wire screen protecting the window 
of the Lawrence & Cordan jewelry store, 
66 Trinity Place, New York, broke a 
jagged hole in the plate glass and helped 
themselves to diamond platinum jewelry 
and watches valued at approximately 
$5,000. 

Max Gordon, an employee, came to 
the store at about 7.30 a.m. to open it 
for the day and found the new fixtures 
which the concern had just purchased 
littered over the sidewalk in front of the 
shop. Blood spattered on the glass and 
in the display space indicated that a few 
cuts had not deterred the thieves from 
reaching for all the merchandise the 
window contained. Julian L. Cordan, 
proprietor asserted that the district does 
not have adequate police protection. 
Neighboring merchants have sustained as 
many as eleven robberies in the past three 
years, he said. 





Officers Elected for Manufacturing 


Jewelers Board of Trade 

ProvidENceE, R. I., March 16—The Board 
of Directors of the Manufacturing Jewel- 
ers’ Board of Trade, at a meeting held at 
the office in the Turks Head Building, this 
city, recently elected the following officers 
for the year ensuing: Edwin H. Cum- 
mings of the General Chain Co., North 
Attleboro, president; Alfred K. Potter of 
the Gorham Co., Providence, first vice- 
president; Howard L. Carpenter of the 
Albert Walker Co., Providence, second 
vice-president ; Horace M. Peck, secretary 
and treasurer; F. M. Andres, assistant 
treasurer; R. C. Knox, assistant secretary. 

Executive Committee: President Edwin 
H. Cummings; Frederick A. Ballou, Jr., 
of B. A. Ballou Co., Inc., Providence, and 
Edgar M. Docherty of William C. Greene 
Co., Providence. 
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Cleveland Twenty-Four Karat Club 
Installs Officers 


CLEVELAND, On10.—The Twenty-Four 
Karat Club installed officers and held 
an old fashioned get together meeting on 
Friday evening, March 16, at Burns 
Restaurant, 8419 Euclid Avenue. There 
was an attendance of over 60. H. N. 
Beattie, president, presided. Officers for 
the ensuing year were all reelected and 
are as follows: President, H. N. Beattie; 
vice-president, Frank X. Russert; secre- 
tary, Bruce McCague; treasurer, Arthur 
Miller. 

There were no speeches but general 
discussion of the code and other trade 
matters. Harry Bernon has been elected 
to represent the pawnbrokers and J. 
Kluth, jewelry buyer of the May Co., 
the department stores on the code com- 
mittee. 

The entire personnel of the Merit Co., 
headed by Ben Glasser, were present at 
the meeting in celebration of the com- 
pany’s 15th year in business. They were 
congratulated by the chair. Mr. Glasser 
is on the board of directors and helped 
found the club. 


Marcell N. Smith 


Boston, March 25— Marcell Nelson 
Smith, president of Smith-Patterson Co., 
Inc., one of Boston’s largest jewelry 
firms, died yesterday at the Palmer 
Memorial Hospital of the New England 
Deaconess Hospital. He was ill only a 
short time, and was operated upon about 
a week before his death. Mr. Smith 
had been active in business up to the 
time of his illness. 

He was born in North Tunbridge, Vt., 
in 1854, and came to Boston when he was 
22 years of age. In 1877 he started in 
business for himself, opening a jewelry 
shop under the firm name of M. N. 
Smith, and in 1882 the firm of Smith- 
Patterson was established. Since 1898, 
when the firm was incorporated, Mr. 
Smith had served as its president. 

Mr. Smith was a member of the Algon- 
quin Club, Brae Burn Club, the Boston 
Chamber of Commerce, and was a char- 
ter member and former president of the 
Boston Jewelers’ Club. 

He is survived by his widow, Mrs. 
Nellie Hood Smith; a son, Nelson H., 
vice-president and treasurer of Smith- 
Patterson Co., and eight grandchildren. 

Funeral services will be held March 
28 at the South Church, Boylston St. 





New York Diamond Setters Hold 
Dinner 


The Diamond Setters Association, Inc., 
of New York, held its first dinner meet- 
ing on March 19, at Hurley’s Restaurant, 
144 Fulton Street, New York. This or- 
ganization was formed about eight 
months ago. One hundred and fifty in- 
dependent diamond setters of the city 
turned out to make the affair a complete 
success. 

One of the purposes of the dinner was 
to acquaint the members with the activi- 
ties of the association under the NRA. A 
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resolution dealing with a proposed sched- 
ule of working hours, fixing definitely a 
time for starting and stopping of work, 
had been sent to the Code Authority of 
the Precious Jewelry Producing Industry, 
under which diamand setters operate. 
There were several addresses on the pro- 
vision of this resolution. It may be 
adopted as part of the code. Edward 
Sumnick, executive secretary of the 
Precious Jewelry Code Authority, who 
was a guest at the dinner, spoke on the 
subject of this proposed provision. 

A feature of the evening was the 
presentation by the members to Presi- 
dent Kraysler of an ivory and silver in- 
laid gavel. 

The Diamond Setters Association, Inc., 
is organized with Joseph Kraysler as 
president, and three regional vice-presi- 
dents, one in each of the districts of the 
trade—Downtown, Peter J. Carracino; 
East Side, S. Ress, and Uptown, Walter 
Nearpass. I. Levy is treasurer, Paul 
Hemmeforth, recording secretary, and 
Frank Barishiano, financial secretary. 
The association has 215 members. It is 
affliated with the National Diamond Set- 
ters Association and with local diamond 
setters’ groups in San Francisco, Los 
Angeles, Boston, Philadelphia and New- 
ark. 





“Old Gold” Turns Out To Be 
Fine Silver 


Dealers in old gold report that during 
recent weeks a number of “old fash- 
ioned” belt buckles made of fine silver, 
gold plated, but which are stamped 18 
karat and under a superficial examina- 
tion seem to be the genuine article, have 
been bought by retail jewelers paying full 
price for the supposed gold content. Ac- 
cording to members of the trade, these 
buckles are probably being specially 
manufactured to defraud retail jewelers. 

The deception is effected by a rein- 
forcement of 18-karat gold on the four 
corners and front of the buckle, points 
where tests would naturally be made. 
The fraud was discovered when a retail 
jeweler brought one of these buckles in 
to Jacob Cohen & Sons Jewelry Co., Inc., 
102 Canal St., New York, and offered it for 
sale. He had paid more than $10 for what 
was worth in reality only a few cents. 
The tester in the Cohen establishment, 
being suspicious of the article, sawed it 
in half and found fine silver beneath a 
very light gold plate. Silver had been 
used to bring the weight up close to that 
of gold. The buckle weighed about 16 
pennyweight. Investigation proved that 
jewelers in Manhattan, Brooklyn, West- 
chester County and Plainfield, N. J., have 
been similarly victimized. 

The buckle was sold to Cohen & Sons’ 
customer by a young man who claimed to 
need the money for repairs on his auto- 
mobile which would enable him to drive 
home. 





William N. Johnston, auctioneer of 
diamond jewelry, whose headquarters 
are in Sharon, Pa., has been holding a 
successful closing out sale for the Hoy’s 
Jewelry Store, 143 West Long Ave., 
Dubois, Pa. 








Precious Stone Dealers Elect Officers 


The annual meeting of the Precious 
Stone Dealers Association was held at 
the Hotel Bristol, 48th St., New York, on 
Thursday evening, March 1, at which 
time the election of officers was held, the 
following being chosen for the ensuing 
year: President, Charles Frank of Bel- 
gard & Frank; vice-president, Hugo 
Mayer of Mayer & Mulligan; treasurer, 
George J. Klinick' of Heller-Hope Co.; 
secretary, Leopold Nathan of S. Nathan 
& Co., Inc.; Directors, George J. Wider 
of Dreher Bros. & Wider; Edward 
Starke of Edward Starke & Co., and Sol 
Gordon. 

At the meeting appreciation was ex- 
pressed to Retiring President Lassner for 
the splendid work which he has done for 
the association and a_ resolution was 
passed making him an honorary president 
of the association. 





Tax Warning Issued by Chairman 
Niemeyer 


G. H. Niemeyer, chairman of the 
Special Committee on Taxation of the 
Jewelry Industry, has sent out the follow- 
ing tax warning: 

“We wish to warn retailers or others 
who buy mountings and have their own 
stones set in them, or who buy both stones 
and mountings, have them set, and ask 
the stone dealer and manufacturer of the 
mounting to charge the tax separately on 
their selling price, that they cannot escape 
tax liability on the completed article when 
sold, even though they ask the manufac- 
turer or importer to mark his bill tax 
paid. 

Exemption Certificates—It has come to 
our attention that the ruling on exemp- 
tion certificates sent out by this commit- 
tee last Fall does not seem to be under- 
stood. This ruling provides—If an im- 
porter or manufacturer sells direct to a 
producer, whether he is a wholesaler or 
retailer, he may accept an exemption cer- 
tificate on Form 1 as heretofore; but if 
the importer or manufacturer sells to one 
who wishes to resell, he may only accept 
exemption certificate 2, which provides 
that the person who bought the goods sold 
under this exemption certificate must 
make a sworn statement within 60 days 
that he has sold these goods to a pro- 
ducer of taxable articles and must say 
that he has a certified statement to this 
effect from the purchaser in his posses- 
sion, otherwise, the manufacturer or im- 
porter who made the sale must pay the 
tax due at once. 


Wisconsin Watchmakers Guild Honors 
Former Governor of the State 


MILWAUKEE, Wis.—Honorary member- 
ship in the Wisconsin Watchmakers 
Guild was recently conferred upon Fred 
R. Zimmerman, former governor of 
Wisconsin, in appreciation of his efforts 
in helping the campaign of the Guild 
against “chiselers,” to a successful con- 
clusion. The award was made during a 
recent meeting of the Wisconsin Associa- 


tion held in this city. Charles R. Terry, 
president of the Milwaukee and Wis- 
consin Guilds and Carl Martell, repre- 
sentative of the Illinois Guild, made the 
presentation. 

Mr. Terry and Mr. Martell were re- 
cently selected as temporary officers of 
the National Association because of their 
outstanding work for their respective 
guilds. The meeting in Chicago at which 
the National Guild was formed and at 
which time the two men were chosen as 
temporary officers, was held under the 
auspices of the Chicago Watch & Clock- 
makers Union. 


anaemia 


CONVENTION DATES 


The following convention dates for state 
retail Jewelers’ Associations have been an- 
nounced: 

April 4—Massachusetts-Rhode Island, Hotel 
Statler, Boston. 

April 8-9-10—Oklahoma at Oklahoma City. 

April 23-24—Texas-Louisiana at Dallas. 

April 26—Georgia at Atlanta. 

April 30-May 1—Florida at Miami Biltmore 
Hotel, Miami. 

May (dates not set)—lllinois and lowa at 
Moline, Ill. 

May 6-7—Maryland-Delaware, D. C., Hotel 
Mayflower, Washington, D. C. 

May 13-14—Michigan at Hotel Pantlind, 
Grand Rapids. 

May 14-15—Wisconsin at Hotel Lorraine. 
Madison. 5 

May 28-29—New York, Hotel 
Buffalo. 

Ohio and Kentucky will meet at the time 
of the national convention. 

Indiana will meet after the national con- 
vention, and plans to invite the 1935 
A.N.R.J.A. convention to meet at Indianapolis. 

American National Retail” Jewelers’ As- 
sociation at Cincinnati, week of Sept. 10. 
Netherland Plaza Hotel. 





Statler, 











National Association of Credit 
Jewelers to Hold Annual Convention 
Sept. 24 to 28 


Cuicaco, March 23.—The National As- 
sociation of Credit Jewelers announces its 
eighth annual convention and exhibition, 
which will again be held in Chicago at 
Hotel Sherman, Sept. 24 to 28, accord- 
ing to the decision of the convention 
committee, consisting of Charles J. 
Michaels, chairman; E. C. Maxwell, M. 
A. Enggass, Edward Kraus and Wm. 
Kappel. 

The convention committee’s decision to 
repeat the convention in Chicago was 
largely influenced by the fact that the 
1933 convention was unusually successful. 
The very apparent increase and improve- 
ment in the retail jewelry business, and 
the fact that the Century of Progress is to 
be repeated in 1934, are other reasons 
why the 1934 convention should be an out- 
standing success. 

Although only a preliminary announce- 
ment of the convention has been made, 
many manufacturers have already writ- 
ten to reserve exhibition space and it is 
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apparent at this time that all the ayaij. 
able space will be sold. Manufacturers 
interested should write to J. Frank New. 
man, executive secretary, 31 N. State St, 
Chicago. 

President Charles F. Baumrucker has 
been asked by William D. McNeil, chair- 
man of the National Retail Jewelry Trade 
Council, to serve as chairman of the Chi- 
cago Retail Jewelry Trade Council and 
to assist in its organization and opera- 
tion. In this work, Mr. Baumrucker will 
be assisted by William Gibson, Henry 
Mortensen, Gordon Lange and Paul Juer- 
gens. 

President Baumrucker wishes to stress 
the fact that all retail jewelers under 
the Code are requested to pay to the Na- 
tional Retail Jewelry Trade Council the 
sum of $1 per employee, this to finance 
the enforcement of the Retail Jewelry 
Code. Checks should be sent to the office 
of the Council, 522 Fifth Ave., New York 
city. 


Heavy Sentence for Jewelry Bandit 


Vatposta, Ga., March 5.—After thirty 
minutes’ deliberation the jury in Superior 
Court this afternoon found Louis Collett, 
Columbus, Ohio, guilty of the holdup of 
Thompson and Girardin jewelry store 
two weeks ago, for which sentence of 20 
years’ minimum was imposed. On 
charges of assault with intent to murder 
on two persons he was found guilty and 
given the minimum sentence of two years 
in each case, and on the charge of carry- 
ing a pistol without a license he was 
given one year. 

Judge W. Thomas made the verdict of 
jury the judgment of the court and 
ordered the sentences to run consecutively, 
beginning with the 20-year period. 


August J. Jaeckle 


August J. Jaeckle, 65, jeweler and op- 
tometrist in Jersey City, N. J., for more 
than 40 years and a lifelong resident of 
Jersey City up to two years ago, died of 
a sudden heart attack in his home 500 
Mayhew Court, South Orange, N. J, 
March 10. 

In 1890 he went into the retail jewel- 
ry business with his brother, Edward 
Jaeckle, forming a partnership which 
lasted 40 years. Three years ago, Ed- 
ward bought out his brother’s interest 
in the firm of Jaeckle Bros. and formed 
Edward Jaeckle & Son. August formed 
his own company of August J. Jaeckle 
which he conducted at 198 Ocean Ave, 
up to the time of his death. 

Mr. Jaeckle was a member of Bay 
View Lodge, F. and A. M.; president of 
the Greenville Merchants’ Association, 
president of the board of trustees of 
Salem Evangelical Church, Boulevard 
and Pearsall Ave., and a charter mem- 
ber of Greenville Council Jr. O.U.A.M. 
and a member of the Jersey City Chamber 
of Commerce. 

Surviving him are his widow, Mrs. 
Annie R. Jaeckle; two daughters, Gladys 
and Alvia; and one son, Dr. Charles 
Jaeckle of Newark. 
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Howard H. Hetherington Elected 
President of The Maiden Lane 
Outing Club 


Howard H. Hetherington, advertising 
representative of THE JEWELERS’ CIRCU- 
LAR, was elected to the presidency of the 
Maiden Lane Outing Club at its 10th 
annual meeting held March 9, in the club 
rooms at 9 Maiden Lane. Other of- 
ficers chosen included: Norman Ullrich, 
vice-president; J. L. Grant, secretary and 
treasurer (reelected). 

Retiring president Al Betz presided 
over the meeting. He expressed ap- 
preciation for the cooperation of his 
supporting officers during the past year. 
The report of J. L. Grant, showed the 
organization to be in good financial con- 
dition with a substantial balance on hand 
in the treasury. Ross Donaldson, chair- 
man of the summer outing committee, an- 
nounced that this year’s picnic would be 
held Saturday, June 2, at the Elks Club, 
Oakwood Heights, S. I. 

In behalf of the association Max Z. 
Stein presented Mr. Betz with a hand- 
some pair of bookends as a token of ap- 
preciation of his untiring service and 
efforts as president of the club. 





Metropolitan Retail Jewelers Associ- 
ation Holds Annual Banquet 
and Ball 


The annual banquet and ball of the 
Metropolitan Retail Jewelers’ Association 
of New York was held March 11, in the 
ball room of the Hotel Victoria, Seventh 
Avenue and Fifty-First Street, com- 
memorating the founding of the organi- 
zation 15 years ago. More than 200 
members of the trade, with their wives 
and friends, were present. The dinner 
was followed by dancing. 

In the president’s address, Hyman Gold- 
schmidt, executive officer of the associa- 
tion, spoke briefly concerning the eco- 
nomic difficulties which have been en- 
dured by the trade in recent years. 

Toastmaster Samuel Feldman called 
upon Chairman William D. McNeil, of 
the National Retail Code Authority, as 
the first speaker. He described the re- 
cent conclave of Code Authorities held 
at Washington. Phineas Peters, presi- 
dent of the Brooklyn Association, spoke 
briefly. 

Kenneth Van Cott, chairman of the 
Complaints Committee of the local Code 
Authority, in speaking of its activities, 
urged retailers to shoulder squarely two 
responsibilities, one, living up to the code, 
and two, reporting violations. William 
Wagner, secretary of the local Code Au- 
thority, reported that that arm of the 
NRA had been called both “savior” and 
“meddler,” to date, for obvious reasons. 
Other speakers were Charles T. Evans, 
Secretary of the A.N.R.J.A., George Kor- 
sunsky, president of the Bronx Associa- 
tion, David Greenberg, counsel for the 
Executive Board, and Sydney Berman, 
president of the New York Jewelers 
Benevolent Association. Following the 
addresses Mr. Feldman read a message 
from Warren Perry, chairman of the 
local Code Authority. 
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Large delegations from the Bronx and 
from Brooklyn were in attendance, and 
Mr. Berman announced that the Benevo- 
lent Association was represented by 20 
persons. During the course of the eve- 
ning’s program Mr. Feldman introduced 
A. Wolf, retail jeweler at 1996 Third 
Avenue, the founder of the Metropolitan 
Association. A feature of the evening’s 
entertainment was a selection of songs 
rendered by Mrs. William Wagner. 

Arrangements for the banquet were 
made by Mrs. H. Miller, chairlady and 
A. Wolf, vice-chairman of the commit- 
tee. Souvenirs for the occasion were pro- 
vided by the Platinum Products Corp., in 
the form of the new model Lektrolites, 
which were distributed at the door. 

The officers of the Metropolitan As- 
sociation are H. Goldschmidt, president; 
S. Horowitz, vice-president; A. Wolf, 
treasurer; W. Hollinger, financial sec- 
retary; R. Mieser, recording secretary; 
H. Astor, chairman of the board. 


Frank H. Noble 


Cuicaco, ILtt.—Through the death of 
Frank H. Noble, which occurred at River- 
side, Cal., on March 7, the jewelry in- 
dustry of this country lost one of its 
loyal and able leaders. Few in the busi- 
ness have been longer in the trade 
and none have done more to maintain 
the high standards and traditions of the 
industry. 

His death came as a shock to his many 
friends and associates, notwithstanding he 
was in his 81st year. Up to the time 
he left Chicago for California a few 
weeks ago he was at his office, the F. 
H. Noble & Co., of which he was presi- 
dent and treasurer, at 559 W. Fifty- 
ninth Street, every day. For many years 
it has been his practice to remain in 
Chicago until after the annual banquet 
of the Chicago Jewelers’ Association be- 
fore going to his California home at 
Riverside. This year was no exception 
and he enjoyed it as much as any guest 
present. 

Mr. Noble had always been a man of 
rugged constitution and his leisure hours 
and vacation times were spent yachting, 
hunting, hiking and in other strenuous 
outdoor sports. He was prominent in 
yachting circles here and was Commo- 
dore of the Jackson Park Yachting Club 
in 1908. 

Mr. Noble was born in Providence in 
1853. There he acquired a knowledge 
of manufacturing and in 1878 came to 
Chicago and established the business of 
F. H. Noble & Co., for the manufacture 
of jewelry findings and solder. The 
business grew and at this time is one 
of the largest manufacturing companies 
making findings, boxes and advertising 
novelties. 

He lived in Chicago until about 15 
years ago. Soon after the death of his 
son he acquired a large estate near 
Libertyville, a few miles north of here. 
Mrs. Noble died about three years ago 
and since then he had continued to reside 
there with his daughter, Mrs. Lillian 
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Keene, and granddaughter, Mrs. J. G. 
Allen, who survive him. 

The remains were brought to Chicago 
and the funeral was conducted at the 
Wm. H. Lain chapel on W. Sixty-third 
Street on March 12, by Rev. White, who 
had been his pastor for more than 40 
years. His body was interred in the 
Noble mausoleum in Mount Hope Cem- 
etery with Masonic services. 





Morris J]. Schuster 


Morris J. Schuster, wholesale jeweler, 
known and respected throughout the trade 
as a man who had spent half a century 
of his life in busine§s on Maiden Lane, 
died suddenly in his home, 277 West 
End Ave., New York, the morning of 
March 22, as the result of a heart attack. 
He was 66 years old. Funeral was held 
March 25 from the Temple Emanu-El 
Chapel, with burial in Woodlawn Ceme- 
tery. 

Mr. Schuster was born in New York 
city. His first job was with Louis Fried- 
lander, Inc., wholesaler of optical goods. 
He was for several years a salesman for 
Henry Freund & Bro., watch importers, 
after which he formed the partnership 
of Harris & Schuster, wholesale jewelers, 
with quarters in 9 Maiden Lane. In 
1899 he started out for himself and since 
that time his concern has been located at 
the same address doing a wholesale busi- 
ness in jewelry and diamonds. Mr. 
Schuster also manufactured rings. 

He was a member of the Maiden Lane 
Historical Society, and belonged to the 
Mt. Masada Lodge, F. & A. M., as a 
32d degree Mason. 

Surviving are his widow, Mrs. Hanna 
Schuster, and three sons, Edward, Walter 
C. and Howard John. Mr. Schuster’s 
sons will continue the business. 





James White 


Cuicaco, Itt.—The many friends of 
James White, for many years associated 
with the silver industry of the country, 
were grieved to learn of his death 
which occurred at his home in Chicago on 
March 14, after an illness of several 
months. Mr. White had not been active 
in business for some time and suffered 
a stroke on the morning of the day pre- 
vious to his passing. 

Mr. White was born in Marion 
County, Ohio. He became associated 
with the jewelry trade in 1892, when 
he started with a jobbing house in Iowa 
City, Iowa. In 1897, he came to Chi- 
cago and for 21 years represented the 
Simpson, Hall, Miller Co. division of 
the International Silver Co. for more than 
20 years. He was then with the Mulhol- 
land Silver Co. for about the same 
length of time, up to time this company 
ceased operation, being president and 
general manager for many years. 

Deceased is survived by a _ brother, 
Charles F. White, and a sister, Sara Ellen 
White, his wife having died about 25 
years ago. He was a consistent member 
of the Methodist Episcopal church. The 
funeral was conducted at the home, 2142 
Sedgwick Street, on Thursday, March 
16, and the remains interred at Grace- 
land. 
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Texas-Louisiana Convention 
April 23-24 and 25 


Datias, Tex.—A code educational 
meeting and the 28th annual convention 
of the Texas and Louisiana Retail Jewel- 
ers’ Association will be held in Dallas 


at the Baker Hotel on April 23, 24 and. 


25. In connection with the convention 
a merchandise show will be held. 

Due to the interest of the jewelers in 
the Code of Fair Competition for the Re- 
tail Jewelry Trade and their desire to 
familiarize themselves with it, this con- 
vention promises to be the best attended 
in the history of the association. 





’ 


Omaha and Council Bluffs Jewelers 
Guild Elects Officers 


Omana, Nes.—The regular monthly 
meeting of the Omaha and Council Bluffs 
Jewelers’ Guild was held March 8, at 
which time a very instructive talk was 
given by the Hon. R. L. Metcalfe, Ne- 
braska Code Administrator. 

The annual election of officers was 
held, the following being elected for the 
ensuing year: President, Joseph P. Byrne, 
Byrne-Duff Jewelry Co.; vice-president, 
M. M, Dorsey, L. A. Borsheim Co.; and 
secretary-treasurer, E. O. Arb, C. B. 
Brown Co. 





Annual Convention of Florida Retail 
Jewelers April 30 and May 1 


MiamMI, Fia., March 24.—The annual 
convention of the Florida Retail Jewelers 
Association will be held at the Miami- 
Biltmore Hotel, on April 30 and May 1, 
with the usual directors meeting on the 
night of the 29th. President G. W. Law- 
ton has named Oscar Maynard of the 
Maynard-Page Co., as chairman of the 
convention. 

This will be the 15th annual convention 
of the Florida association and the officers 
are proud of the fact that the organiza- 
tion has carried along 100 per cent. It 
is the feeling of the officers that the NRA 
will be of great assistance in the future to 
trade organizations. 





Application Made for Change in 
Retail Jewelers Code 


Application has been made to the Na- 
tional Recovery Administration by the 
National Retail Jewelry Trade Council 
for the elimination of Article VIII, Sec- 
tion 4, of the Code of Fair Competition 
for the Retail Jewelry Trade as it re- 
lates to retail jewelers of the United 
States who are railroad watch inspectors. 

This section relates to company scrip 
and reads as follows: 


(a) No retail jeweler shall accept 
as payment for merchandise any 
non-negotiable scrip, company checks, 
or other evidence of wage payment 
issued by any individual or private 
profit organization in payment of 
wages or as an advance upon un- 
earned wages. A negotiable instru- 
ment issued by any individual or 
private profit organization in pay- 
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ment of wages shall be accepted only 
if it is payable in cash within one 
month of the date of issue. This 
paragraph shall not apply in cases 
where the cash funds of any indi- 
vidual or organization are rendered 
temporarily unavailable due to the 
closing by state or federal order of 
the bank in which such funds are 
deposited. 

(b) No retail jeweler shall ex- 
tend credit in the form of g00ds, 
money, or services to any person other 
than its own employees engaged ex- 
clusively in the retail trade, upon any 
employer’s guarantee of part or all 
of said person's future wages, or 
pursuant to a wage-deduction ar- 
rangement entered into with said 
employer, unless an identical guar- 
antee or wage-deduction arrange- 
ment is available to all retailers. 

A stay until May 1, 1934, has already 
been obtained and in conformity with 
the provisions of this section, Deputy Ad- 
ministrator Dameron will appoint a com- 
mittee to investigate and make recom- 
mendations on evidence obtained. 

In discussing this action Code Authority 
Chairman MeNeil said: “We have asked 
for the elimination of this section cover- 
ing company scrip because we do not 
see that it has any bearing on retail 
jewelers of the United States.” 





New Window Display Contest for 
Spring Announced by Interna- 
tional Silver Company 


MERIDEN, Conn.—For the most attrac- 
tive windows featuring its nationally ad- 
vertised lines, International Silver Co. 
is going to present $1,500 in awards. 
There will be 42 awards, including three 
of $250 each. Every silverware merchant 
will have an equal opportunity to win 
as the awards are divided into three 
classes by size of city. 

The rules governing the contest, as an- 
nounced by International Silver Company, 
are as follows: 


1. Contest open to any dealer handling 
one or more nationally advertised 
International Silver Co. lines—Inter- 
national Sterling, 1847 Rogers Bros., 
Holmes & Edwards Inlaid, Wm. 
Rogers & Son. 

2. Each contestant must submit a photo- 
graph or snapshot of his window dis- 
play. Photographs should be clear 
enough to show all details. All en- 
tries become the property of the 
company with right to use for ad- 
vertising purposes. 

3. All entries must bear a postmark not 
later than midnight June 9, to be 
eligible. All entries must be ac- 
companied by official entry blank. 
Photographs must be attached to 
blank and sent to— 

Window Contest Committee, 
International Silver Co., 
Meriden, Conn. 

4. In case of ties for any award, dupli- 
cate awards will be made to tying 
contestants. 

. Judges’ decisions will be final. No 
entries will be returned. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


David Pilevsky, formerly at 40 John 
Street, has moved to 65 Nassau Street. 


The Ellis Silver Co., Inc., announces 
the removal of its showroom to 607 Fifth 


Avenue. 


Irving Grinberg, importer of pearls 
and precious stones, has moved his office 
to Room 608 at 608 Fifth Ave. 


H. A. Jeffrey, watch 
moved from 93 Nassau St. to 
quarters at 170 Broadway. 


importer, has 
larger 


William Weiser has severed his con- 
nection with the Artisan Jewelers, 106 
Fulton Street. 


Chas. Le B. Snedeker, 527 Fifth Avenue, 
will move April 1 into new quarters in 
56 W. Forty-fifth Street. 


Levitt & Co., goldsmiths, announce the 
removal of their office and factory from 
71 Nassau St., to 64 W. 48th St., on 
March 22. 


The Dennison Mfg. Co. has appointed 
Albert Borgzinner & Co., 11 West 32nd 
St. as one of its distributors for the 
jewelry trade. 


George Sternecker has become eastern 
representative for the Stern Mfg. Co., 
Inc., 407 Mulberry St., Newark, N. J., 
with offices in Room 1307, 9 Maiden Lane. 


S. Pollack, manufacturing jeweler and 
jobber, will move on May 1, from 68 
Forsyth Street, to new and larger quar- 
ters at 141 Hester Street. 


Harold Gibson, of the Zenith Watch 
Co., 64 W. Forty-eighth Street, sailed 
March 16, on the Majestic to visit con- 
cern’s factory in Le Locle, Switzerland. 


The Gem and Pearl Dealers Associa- 
tion has moved its offices from 527 Fifth 
Avenue to Room 608 Goelet building, 608 
Fifth Avenue. 


Irving J. Schwartz, formerly with 
Morris Kaplan & Son, is now represent- 
ing the Goldman, Kolber Co., 44 W. 
Forty-eighth Street, in the middle west. 


Announcement has been made that Sam 


H. Kafka has severed his connections 
with Baumgold Bros., Inc., diamond cut- 
ters, 62 W. 47th St. 


R. A. Hunken, special representative of 
J. R. Wood & Sons, Inc., recently returned 
from a five weeks’ trip through the south 
and middle west. He was greatly en- 
couraged by the improved conditions. 


T. Leonard Goodman has been ap- 
pointed to represent B. F. Hirsch, Inc., 
manufacturing jewelers, 64 W. 48th St., in 
the Denver territory. Ira W. Smith will 
continue as salesman on the Pacific Coast. 


Clare Glander, manufacturer of di- 
amond jewelry, 527 Fifth Avenue, will 
move April 1 to 56 W. Forty-fifth Street, 
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where he will have his offices combined 
with the factory. 

The firm of M. C. & L. Co., diamond 
setters, has taken quarters in 38 W. 
Forty-Eighth Street. The partners are 
P. Marchione, J. Cavalieri and_ S. 
Lamparelli. 

Henry Miller of Miller & Veit re- 
turned a short time ago on the Manhat- 
tan from a purchasing trip to the dia- 
mond markets of Amsterdam and Ant- 
werp. 

Announcement has been made of the 
formation of a new firm, Sacks-Krasnow, 
Inc., which will manufacture wedding 
rings. The concern has quarters in 15 
John St. 

The annual meeting of the Maiden 
Lane Historical Society was scheduled 
for March 29, in the rooms of the 
Jewelers’ Security Alliance, 15 Maiden 
Lane. 

O. M. Resen has moved both his office 
and factory from 21 Maiden Lane to 93 
Nassau St. The new quarters will pro- 
vide better facilities for the manufacture 
of fine wedding rings and mountings. 

Alfred Morell, retail jeweler, 580 Fifth 
Avenue, will move April 15 into Room 
705 Goelet building, 608 Fifth Avenue. 
Mr. Morell has been identified with the 
jewelry business on Fifth Avenue for 
over 30 years. 

Herb Bushe who is well known on the 
Pacific Coast is now representing the J. 
L. Brandt Co., 22 W.. Forty-Eighth 
Street, in that territory. Simon Niebloom 
will represent the same concern in New 
York and surrounding territory. 


Mrs. Jessie Smylie May, widow of the 
late Frank C. May, who founded the firm 
of Frank C. May Co., 2 W. 45th St., 
and mother of Edward C. May, died 
March 17 at Hohokus, N. J. Funeral was 
from the late home, Hohokus, on March 
20. 


Irving H. Claar of Claar Bros., import- 
ers of diamonds, 10 West 47th St., sailed 
for Europe on the Champlain March 3 
on an extensive buying trip. He will visit 
the diamond markets of Amsterdam, Ant- 
werp and Paris and will be gone about 
four months. 


Philip Krasnow wishes to announce 
the formation of Sacks-Krasnow, Inc., 
15 John St. Mr. Krasnow will continue 
in the active direction of the production 
and Herman B. Sacks will call on the 
trade with a complete line of wedding 
rings. 

Silbermann, Kohn & Wallenstein, Inc., 
who for the past 32 years have been lo- 
cated at 87 Maiden Lane, are moving 
their office and factory on April 1, to 216 
E. Forty-Fifth Street. They will occupy 
the entire fourteenth floor where they will 

(Turn to page 80) 
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CHINESE GEMS CO. 


INCORPORATED 


gt JADE Mey, 

\3 

Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 


aT 
SWISS WATCHES 


This month's special 
CLIP WATCHES 


De FREcE WatcH Co., INC. 


48 West 48th St., New York 











M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, alse REPAIRING in ALL its 
BRANCHES. Estab. 1910. 


HAIRSPRINGS 


AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 
6” to 18 s. FLAT........ $ .75 
6” to 18 s. BREGUET. . .$1.25 
SWISS HAIRSPRING SERVICE, Inc. 

116 Nassau Street, New York City 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop sameday received 


U. S$. Watch Dial Mfg. Corp. aS YOR 




















CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 
JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 








SOLE AGENTS IN UNITED STATES 


MATHEY-TIssoT LEMANIA 

WATCHES CLOCKS 
NORMAN M. MORRIS 

542 FIFTH AVE. NEW YORK 


DIALS wo'ao 
AND CLOCK 
REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Heur Service 
Write for Price List 


ROYAL DIAL @ Garreenne co. 








Naseay 8t., New Y 
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EXPERT REPAIRS 
SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 7.5.22" § 











KENNGOTT BROTHERS 


80 Nassau Street, New York, N. Y. 


JEWELRY REPAIRING and 
SPECIAL ORDER WORK 
Real and Imitation Shell Combs— 


Baby Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 
Prompt Mail Service 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 























Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hil! 2-8838 


REPAIRING 


JEWELRY — SILVERWARE 


SOLKY BROS., Inc. 


142 Fulton St., New York 
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HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While You Walt 
AMERICAN AND SWISS MATERIAL 
Compileated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St., Room 1206, New York, N. Y. 











WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us pow and profit by our experi- 
ence. Retailers order thru jobbers 


ESTERMAN MFG. co. 
136-140 W. 21st St., New York, N. Y. 











Cultured Pearls in all Sizes 





or Mounted as Necklaces, Studs, Rings, 
Scarf Pins, Earrings, Pins in Platinum 
or Gold. 


“The Pearl House” Leys, Christie & Co. 


Nassau St., New York 
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have larger quarters and more modern 
manufacturing facilities. 


Funeral services for William L. Haw- 
kins manufacturing jeweler at 37 Maiden 
Lane, were held March 4, in the Masonic 
Temple at Twenty-Third Street and 
Sixth Ave. Mr. Hawkins died March 1, 
in St. Elizabeth’s Hospital. He was in 
his 58th year. He is survived by his 
widow, two daughters, and a son. 


Members of the New York Jewelers’ 
Benevolent Association enjoyed an ad- 
dress by James H. Hayes on the subject 
of “Economic Planning and the New 
Deal,” at their meeting March 20 in Proc- 
tor’s Lodge Rooms. Mr. Hayes is editor 
of Political Economy of the World Trade 
Review. 

Friends of Louis V. Aronson, president 
of the Art Metal Works, Inc., of Newark, 
were grieved to hear of the death of Mrs. 
Aronson, who succumbed to double lobar 
pneumonia on March 16. Mrs. Aronson 
had been ill since March 4. She was 62 
years old. Besides her husband, Mrs. 
Aronson leaves three daughters and a 
son. 


Jewelers of Long Island City have or- 
ganized a local association under the 
name of the Long Island City Retail 
Jewelers’ Association, with meetings the 
last Thursday of each month at Castle 
Hall, 37-09 Thirty-first Avenue. The 
officers are: Benj. H. Schwartz, president; 
Edward F. Wagner, vice-president; 
David Schapiro, treasurer, and Edward 
Pavlik, secretary. 

The Diamond Dealers Club has been 
moved from 83 to 90 Nassau Street into 
larger quarters where better facilities 
are provided for the use of members. 
On March 27, a luncheon was served 
from 12 to 2 in honor of the growth 
of the club and visitors were entertained. 
Joseph Dehan is president and A. Wiener, 
secretary. The membership is well over 
200 at the present time and growing. 

The New York School of Display, of- 
fering instruction in the principles of 
window decoration, has removed from 
4 E. Thirty-Third Street to new and 
larger quarters on the ground floor of 
37 W. Fifty-Second Street. The school 
is under the direction of Mrs. Polly 
Pettit, display manager for Black Starr 
& Frost-Gorham, Inc. A new term will 
start on April 9, with instruction Mon- 
day and Thursday evenings. 


Platinum and gold mountings worth ap- 
proximately $1500 were taken from the 
office of the Montmarte Jewelry Co., on 
the sixth floor of 105 Fulton St., the night 
of March 6 when safe crackers broke into 
the office and cut the top off the safe. 
The thieves left oxygen and acetylene 
tanks behind when they left with the loot. 
The loss was completely covered by in- 
surance. Morris Fox is proprietor of the 
concern. 

Thomas F. McAndrews, 106 Fulton St., 
for 25 years in the enameling business in 
New York, died March 6 in Bellevue Hos- 
pital. He was 50 years old. He formerly 
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worked in Providence, R. I., and upon 
coming to New York, entered the employ 
of Wendell & Co. He is survived by his 
widow, Mary Graham McAndrews, and 
three daughters. Funeral was from the 
late home with burial in St. John’s Ceme- 
tery, Middle Village, L. I. 

At the regular monthly meeting of the 
Jewelers 24 Karat Club of New York, on 
March 21 it was decided that the annual 
outing will be held sometime between 
June 10 and 23. The location of the out- 
ing, which, as in past years, will be at a 
golf course, will be chosen at an early 
date. All arrangements will be in the 
hands of the committee, of which Charles 
Lamont is chairman. Details will be an- 
nounced at the next meeting. New mem- 
bers elected to the club were Carl Orn- 
stein and Herbert A. Wolff. 


A man indicted under the Sullivan 
Law and for robbery of Joseph Siegel, 
retail jeweler of 680 E. Tremont Avenue, 
the Bronx, on March 10, will come before 
the Bronx County Court for trial on April 
10. He was arrested by an officer of 
the Bathgate Avenue Station following a 
chase through crowded streets which 
finally led to his capture by passersby. 
It is alleged that he had drawn a gun in 
Siegel’s store, and when the jeweler 
shouted for help, fled with Siegel after 
him. 

Louis G. Amols, one of oldest jewelers 
of Brooklyn, with a store at 543 Fulton 
Street, since the beginning of the century, 
died suddenly on March 4, while visit- 
ing friends in Weehawken, N. J. He was 
68 years old. Born in Russia, Mr. 
Amols came to this country at the age 
of 18 years. He was one of the founders 
of the Brooklyn Retail Jewelers’ Associa- 
tion and enjoyed the esteem of everyone 
who knew him. He retired from business 
about five years ago. Surviving are his 
widow, Regina, and three sons, Emanuel, 
Harry and Sidney Amols. 


The Brooklyn Retail Jewelers Associa- 
tion will celebrate the 9th anniversary of 
its founding at a banquet and ball at the 
Hotel St. George, Brooklyn, on April 15. 
Milton Godin, supervising chairman in 
charge of arrangements, announces that 
the attractions will include a _ full 
course dinner, a ten piece orchestra, 
beautiful gifts for the women and prac- 
tical gifts for men. Tickets may be ob- 
tained from Mr. Godin, and from the 
following members of his committee: 
Harry Brown, Robert Lipton, Mrs. Wood- 
ruff, Dave Heft, H. L. Gross, O. Silver- 
berg, Phineas Peters, George Beldock, H. 
Partridge and Alexander A. Beck. 


The annual exhibition of the work of 
the students of the Mechanics Institute 
is to be held on the evenings of April 11 
and 12, at the General Society of 
Mechanics and Tradesmen, 20 West 
Forty-Fourth Street. The Jewelry de- 
sign class is under the direction of C. 
A. Jakobb. There will be an exceptional 
exhibit of jewelry designing. The class 
for this term numbered 38 young men 
who have taken their work most seriously. 
The exhibition is free and an invitation 
is extended to all those interested in sub- 

(Turn to page 81) 
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jects covered by the school. Applica- 
tions for admittance to the next term be- 
ginning late in September are now being 
accepted. 

More than 150 jewelry repairers and 
their wives attended a dutch supper and 
card party given by the Trade Jewelry 
Repairers Association of New York, Inc., 
on March 22, at the Grand Street Boys 
Club, Fifty-fifth Street and Sixth Avenue. 
Sam Cohen, of Jacob Cohen & Sons, 102 
Canal Street, president of the organiza- 
tion, was the principal speaker of the 
evening. It was through Mr. Cohen’s 
efforts the supper was arranged and its 
success is largely attributable to him and 
to Sol Diamond, attorney for the group, 
who aided in the organization work. 
There was a pleasant relief from card 
playing between rubbers when a small 
orchestra provided music for dancing. 


Charles Cohen, formerly a wholesale 
jeweler at 91 E. Broadway, died sud- 
denly from a heart attack at his home, 
2106 72nd St., Brooklyn, on March 20. 
He was 51 years old. Funeral was from 
the home on March 21 with interment in 
Washington Cemetery. Until about 10 
years ago Mr. Cohen was general man- 
ager of the wholesale firm of Nathan 
Rosenburg, which was located at 115 
East Broadway. He then went into busi- 
ness for himself, continuing until last 
year when illness forced him to retire. 
Mr. Cohen was a member of the New 
York Jewelers’ Benevolent Association 
for more than 20 years, his father hav- 
ing been one of the founders of that or- 
ganization. He is survived by his widow, 
a daughter and five sons. 

Edmund John, for 40 years connected 
with the Gorham Co. and its affiliates, 
died recently of heart attack at his home, 
310 Twenty-second Street, Union City, 
N. J. He was 62 years old. Mr. John 
started with the Whiting Co. at the age 
of 13; later he was employed by the 
Mauser Co., and about 12 years ago 
joined the sales force of the wholesale 
branch of the Gorham Co., now at 6 W. 
Forty-eighth Street. A few years later 
he was transferred to the Maiden Lane 
store where he was employed until the 
time of his death. He was a member of 
Doric Lodge No. 86, F. & A. M. Sur- 
viving are his widow, Isabella John, and 
two daughters, Mrs. Eugene B. Goldner 
and Mrs. Walter Leinhardt, and one son, 
Irvine. 

At a meeting of the Jewelry Designers 
and Modellers Association held at the 
Hotel Knickerbocker, New York, on 
March 7, the organization of the associa- 
tion was completed and the following of- 
ficers elected: President, Charles Wil- 
liams; vice-president, C. A. Jakobb; sec- 
fetary, Harold Hanshaw, and treasurer, 
Gustav Pohli. The executive committee 
consists of: S. Scheuer, T. Deibel, C. 
Elian, C. Williams, C. A. Jakobb and H. 
Hanshaw. The grievance committee in- 
cludes G. Pohli and T. Deibel. About 
30 attended the meeting and it is the in- 
tention of the organization to invite out- 
of-town designers to join the association. 
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All communications regarding the or- 
ganization should be addressed to Charles 
Williams, 7 West Forty-Fifth Street, New 
York City. 


Harry Kars, Brooklyn jeweler at 1607 
Broadway, accidentally foiled a robbery 
which might have caused him consider- 
able loss had he not returned to his store 
at the psychological moment on Friday, 
March 17. It was about 11 o’clock in the 
morning when Mr. Kars, approaching 
from the street with a friend, saw the 
door of his shop wide open and a strange 
young man talking to his son by the safe. 
He thought that the stranger was prob- 
ably a friend of Neil Kars, his son, but 
was much disturbed at the idea of the 
door being left open. He called out: 
“Who did this?” The young man walked 
hurriedly to the front, revolver in hand, 
and ordering, “not a word,” rushed to 
the street where he jumped into a wait- 
ing automobile and drove off. He had 
not taken a bit of merchandise. Mr. Kars 
tried to make out the license number of 
the car but it had been well spattered 
with mud. 


The first anniversary of the Ladies’ 


~ Auxiliary of the Bronx Retail Jewelers’ 


Association was celebrated on March 
10. This organization, which has grown 
rapidly under the capable chairmanship 
of Mrs. William Schneiderman, has for 
its aims the promotion of good _ will 
among jewelers of the Bronx and New 
York City, and a fostering of a spirit 
of fellowship through social activities 
which include their families as well as 
the jewelers themselves. The Auxiliary 
has also, in a modest way, undertaken 
occasional philanthropic work. Meetings 
of the Ladies’ Auxiliary are held in 
Castle Hall, 149th Street near Mott 
Avenue, where the Bronx Retail Jewel- 
ers’ Association gathers for its monthly 
trade discussions. Plans are now being 
formulated for a boat ride in June, the 
proceeds of which will be used to further 
the social and charitable objectives of 
the group. 


At the monthly meeting of the Execu- 
tive Board of Retail Jewelers Associa- 
tions of New York, held March 2 in the 
new meeting room, Suite 159, Hotel 
Commodore, Phineas Peters, chairman, 
reported that the police department will, 
in the future, give more attention to the 
protection of jewelry stores. Following 
a complaint which he made to the de- 
partment, Mr. Peters interviewed 25 
police captains from the various metro- 
politan precincts, outlining to them the 
measures he regarded as essential for 
adequate police protection. He read a 
letter in which a program for patrolmen 
was outlined. This included being on 
hand at the time of opening and closing, 
knowing the position of the safe and cash 
register and becoming acquainted with 
the jeweler and his employes. Mr. Peters, 
who is president of the Brooklyn group, 
advised the executives of the other local 
associations to secure similar pledges of 
service from the captains having juris- 
diction in their areas. William Wagner, 
of the local retail code authority, ad- 
dressed the meeting on the subject of 
code enforcement. 
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This ‘short-cut’ loca- 
tion saves Time and 
Money in New York... 


The Piccadilly is “close to every- 
thing.” Ninety per cent of your 
calls are within a few minutes’ 
radius of this new hotel, and its 
short-cut location will save time 
(and taxi fare) in covering the 
town. 


And when you need relaxation, 
you are right in the center of thea- 
tres and amusements ...to say 
nothing of the Piccadilly’s own 
“Silver Lining” Cocktail Room... 
Perfect. De luxe dinner and sup- 
per, with dancing in the Georgian 
Room, for one dollar! 


The Treasurer himself will ap- 
plaud your keen sense of values in 
choosing this hotel, where com- 
fortable rooms and delicious meals 
are bargains. 


RATES FROM 


*2.9U 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
William Madlung, Managing Director 
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BENNETT 
R 


FO. 
EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 





EUREKA MEG. 
2 Gee OP) i el 
Walkers of 
BAGS AND 


and used by 


CO. 


SILVERWARI ROLLS 


approved 
Leading Manutacturers and Retailers 


Samples on Request 





ANCHESTER 
SILVER COMPANY 


DE »>LAND 





MARSH BUCKLES 


Tie Clips and Sets 
By The Makers of 


Tongue Tyed Bracelets 








ATTLEBORO, MASS. 








DINIKS 


STERLING 








USE 
DIAMOND 


SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 











WHERE TO BUY 


Watcu ATTACHMENTS 











Ask Your Wholesaler for 


KESTENMADE 


WATCH STRAPS 
All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. I. 
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PROVIDENCE: 


Happenings in the New England Territory 


Mr. and Mrs. Ralph S. Hamilton, Jr., 
were passengers on the Santa Elena from 
New York to California last month. 


The Converse Mfg. Co., 140 Orange 
Street is owned by Henry C. Spratley 
and Arthur L. Spratley. 


James A. Quinton, 71 Seventh Street, 
has filed statement that he is owner of 
the Varsity Jewelry Manufacturing Co., 
57 Eddy Street. 


The O. Keuhner & Co., Inc. of this 
city, has been incorporated to conduct a 
manufacturing jewelry business, with an 
authorized capital of $1,000 divided into 
100 shares of common stock at $10 each. 
The incorporators are: Edgar J. Lanphar 
and Paul R. McIntyre of this city and 
Owen P. Reid of Riverside. 


Wilfred C. Parquette, who has con- 
ducted a_ retail jewelry business on 
Thames Street, Newport for many years, 
died of a sudden attack of heart trouble 
at his home recently. He was a native 
of Canada and was first employed after 
coming to Newport in the Denman 
jewelry store. He is survived by his 
widow, son and _ step-daughter. 


From individual estimates obtained 
from representative plants in this State 
and the Attleboros, it is indicated that 
the spring volume of jewelry business 
is running well ahead of that of last year. 
Favorable reports are heard on all sides, 
with many firms showing business in- 
creases for both January and February, 
as contrasted with a year ago, and an in- 
dicated continuation of the upward trend 
in March. It is apparent that the greatest 
increase has taken place in the novelty 
field, although gains have been shown by 
the medium and low-priced jewelry divi- 
sion, too. There has been a good demand 
for such products as women’s cigarette 
cases, compacts, lipstick containers and 
similar articles, both in the low and me- 
dium priced classification. 

Starting the week of April 2, traveling 
men from the factory and from branch 
offices will leave for their territories as 
follows: H. I. Riley covering the eastern 
territory and C. B. Nickerson covering 
the local territory will travel from the 
factory; C. E. Horn and W. J. Richards 
covering New York City, Brooklyn, Phila- 
delphia and the surrounding territory 
will travel from the New York office; 
W. H. McGreevy traveling from the Chi- 
cago office will cover the central territory 
including such cities as Indianapolis, Cin- 
cinnati and Detroit; T. J. Noonan travel- 
ing from the same office will first cover 
the mid-western territory including St. 
Louis, Kansas City, Omaha, St. Paul, 
Minneapolis, Milwaukee and other cities 
in that section; Mr. Noonan and Mr. 
McGreevy working together from the 
Chicago office will cover the city of Chi- 
cago; R. H. King traveling from the Los 
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» Angeles office will cover his usual Pacific 
Coast territory, taking in all Pacific 
Coast cities as far east as Denver and 
Salt Lake City. 





David E. Makepeace 


ATTLEBORO, Mass., March 5.—David 
E. Makepeace, head of the D. E. Make- 
peace Co., manufacturer of special metal 
products for use in the jewelry industry 
and kindred purposes, died yesterday at 
Miami, Fla., where he had been sick 
during the past month, almost the entire 
time since he left home just before Feb- 
ruary to seek improvement in his heaith. 

Mr. Makepeace was in his 86th year, 
having been born in Norton, Mass., June 
9, 1848. For 45 years he has been one 
of the leading industrialists of this city, 
and his firm is reputed to be the largest 
in the world engaged in the manufacture 
of seamless wire and tubing and rolled 
plate metal stock for use in the jewelry 
industry. 

His early education was obtained in 
the public schools of Norton after which 
he attended the Berry Academy in that 
town. After several years in the market 
business, in 1868 he entered the employ of 
Bates & Bacon and has been connected 
with the jewelry industry ever since. He 
was foreman with the firm of Horton, 
Angell Co., for eleven years until 1882, 
when he went to Providence as foreman 
for Babbitt & Cameron Co., but two years 
later returned to this city and established 
a metal plating business. After a couple 
of years he sold this business to accept 
the position of superintendent of the 
Howard & Son plant at Providence. In 
1889 he again returned to Attleboro and 
started the firm which bears his name. 
The following year he erected a four 
story wooden factory building and in 
1913, a four story brick addition was 
erected, more than 100,000 square feet 
of floor space being used in the plant. 

He was first vice-president and treas- 
urer of the First National Bank of Attle- 
boro. He served as a member of the 
water commission for a number of years 
and was instrumental in the establish- 
ment of the present supply system in 1910. 
He served as a member of the commis- 
sion which drafted the city charter in 
1914. He was a member of the Ancient 
and Honorable Artillery Company of 
Boston for more than 40 years. He was 
a 32nd Degree Mason, a member of the 
Mystic Shrine, the Grotto and Eastern 
Star; also of the Odd Fellows, Elks and 
United Workmen and as a clubman was 
a member of the Pomham Club of 
Providence and the West Side Club, At- 
tleboro. 

He is survived by his .widow, two 
daughters and two grandsons. 

The business will be continued as here- 
tofore under the same management and 
officers. ’ 
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Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 











Philadelphia College of Horology 
SCHOOL FOR WATCHMAKERS 
ET. JEWELERS AND ENGRAVERS 
SOR Broad and Somerset Streets 

Je PHILADELPHIA, PA. 








BYARD F. BROGAN 











THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
ings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 

Engravers, Jewelers 

Write for free book ‘‘Your Future and Our School.” 


JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 
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The office of the Louis Stern Co., 700 
Chestnut St., has been moved into larger 
quarters in the same building. 

Harry Spivack, dealer in diamonds, 
730 Sansom St., has moved to 133 S. 8th 
St. 

Hyman Burdman, now located in the 
Le Gar Building, 8th and Sanson Sts., 
will move to 730 Sansom St. on or about 
May 1. 

Siegfried & Morlock, manufacturing 
jewelers, Jewelers Trade Building, 8th 
and Sansom Sts., have moved into much 
larger quarters in the same building. 

Spiro Doulis, watchmaker, formerly lo- 
cated on the second floor of the Diamond 
Exchange Building, is now in his new 
store in 116 S. 8th St. 

Frederick M. Simons, president of the 
well known house of Simons Bros. Co., 
269 S. 9th St., quietly celebrated his 80th 
birthday on March 19 at his home in 
Media. 

Richard Hadly, of R. Hadly & Son, 
4812 Frankford Ave., has been spending 
the winter months in St. Petersburg ac- 
companied by his wife. They will re- 
main for a time. 

Spiegelman & Lester, 735 Sansom St., 
is the latest firm to embark in the jewelry 
business. They are specializing in dia- 
monds and diamond jewelry. Members 
of the firm are John Spiegelman, who has 
been identified in the jewelry trade for 
over 30 years, and Howard N. Lester, 
who was formerly in the employ of J. 
M. J. Costello. 

A meeting of retail jewelers of Phila- 
delphia was held in the auditorium of 
the Chamber of Commerce Building, re- 
cently, for the purpose of making nomina- 
tions for the Local Retail Jewelry Trade 
Committee. Wilson A. Streeter, Bailey, 
Banks & Biddle Co., presided, and ex- 
plained the code. Charles T. Evans, 
secretary and treasurer of the National 
Retail Jewelry Trade Authority was 
also present and answered questions. The 
committee was formed as follows: Re- 
tail Jeweler, larger—Philip Kind, S. 
Kind & Sons, 1110 Chestnut Street; Re- 
tail Jeweler, smaller—Charles O. Heine 
of Wm. Gibbons, 5 S. Fortieth Street; 
Installment—Henry Herbst, Herbst & 
Klein, 28 S. Eleventh Street; Jewelry 
Dept., D. S.—Miss Anna M. Fox, Straw- 
bridge & Clothier, Eighth and Market 
Streets; Pawnbroker—David B. Solomon, 
Fidelity Loan Co., 832 Walnut Street; 
Upstairs Jeweler—Thos. J. Kelley, A. H. 
Hadley, Fidelity-Phila. Trust Bldg.; Re- 
pairer—Wm. J. Haines, 1221 
Street; Retail Jeweler, Chain Store— 
George S. Lyons, S. J. Lyons Co., 4614 
Frankford Avenue. On March 5, of- 
ficial notification of the approval of the 
selection of the Code Committee was ob- 
tained. The committee urges that all 
retailers make themselves familiar with 
the code under which they must operate. 
Copies are obtainable from the NRA of- 
fice in the Commercial Trust Bldg., Room 
933, Fifteenth Street and South Penn 
Square. 
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ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of 
Precious Metals 


CLINTON REFINING CO., INC 
NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 92-5176 














MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS | 


F.X. ZIRNKILTON 2ihitasiths 


BHIPADELPAIA 


Z IRNKILTON 

















COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL — cena 


Importer of 
DIAMONDS, 
PRECIOUS 

AND 
IMITATION 
STONES 


PHILADELPHIA 


ce JOE 3 BERS IO 


735 WALNUT ST., 











 BOARDWALK’S BEST NOTE Tes 














Filbert: 





OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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WHERE TO BUY | 


OUR WORK COSTS NO MORE THAN 
ORDINARY WORK 
BECKER-HECKMAN CO 
29 E. Madison St. 








“CHICAGO, ILL. 








J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 


Write—Wire—Phone. We will call on you 
at our expense. Phone: Westlake 2% J1. 
P. O. Box 263, Cleveland, Ohio. 








A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 


29 E.,Madison St., Chicago 








A Half Century of Progress 
Jewelry Repairs and Special 
Order Work 
Most Complete Jewelry Shop in U.S.A. 
Our Designer Is at Your Service 
Let Us Modernize Your Old Mountings 
and Diamond Rings 
Send a Sample for Estimate 
Prompt Service 


GRAFFE & STANEK 


29 E. Madison St. Chicago, IIl. 
Established 1879 














UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 





Same in 17-Jewel 
$6.00 


Same in 12 size, FeOWE* ccikeces $4.00 
with a_ beautiful eee 5.00 
Fancy Silver Dial 17-Jewel ....... 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for our New 1934 Circular 


PAUL ROSENBERG 


Successor to Lew & Rosenberg 


5 South Wabash Avenue, Chicago 














CHICAGO: 


Jewelry News Flashes from the Great Central West 


Wm. Pillath, Jr., retail jeweler and 
watchmaker, is now located in room 1205 
of the Heyworth Building, having re- 
moved from the seventeenth floor. 


Hugh Esterly, engraver, who has been 
located in the Heyworth Building for 
many years, has moved from the eighth 
floor of that building to room 1007. 


Al. Sturtz, who for many years repre- 
sented watch importers in this territory 
until during the past two years, now 
represents the Savoy Watch Co. and for 
the present is making headquarters in 
room 506 of 5 N. Wabash Avenue. 


Mead Montgomery, of M. A. Mead & 
Co., accompanied by his wife is enjoying 
a few weeks of the sunshine in Florida. 
He is visiting in Miami, where his grand- 
father, M. A. Mead maintains a large 
winter home. 


The Basch Co., well known credit 
jeweler, has removed its business from 
the ground floor to the seventh floor at 
220 S. State Street. Modern showcases 
and fixtures have been installed, making 
this one of the attractive stores of the 
city. 


John H. Warren, for many years as- 
sociated with the watch industry here, 
but retired a few years ago and lives 
in Berkeley, Cal., spent two weeks in 
Chicago recently and visited with his 
many friends. He came here for the 
burial of his mother who died in Cali- 
fornia on March 5. 


J. F. Crawley, formerly in charge of 
eastern sales of The Wahl Co., has been 
appointed assistant sales manager with 
headquarters in Chicago. S. B. Bradley, 
formerly sales manager of F. O. Pierce 


Co., has been appointed eastern sales 
manager, with headquarters in New 
York. 


Marks Bros., one of the leading credit 
jewelry and diamond houses of Chicago, 
located at 146 N. State Street, have re- 
cently taken a long lease on the store- 
room at 218 S. State Street and after 
completely remodeling and fitting with 
new fixtures will open a new store in that 
location. There will be ‘no change in 
the other store. 


Maurice Swartz, of Swartz & Co., 10 
S. Wabash Avenue, suffered considerable 
loss and several unpleasant minutes about 
1.30 a.m. on March 12. He and Mrs. 
Swartz and two friends had spent the 
evening with her sister, Mrs. H. Schaef- 
fer, 3422 Dickens Avenue, and when they 
approached their car they were con- 
fronted with three men with guns who 
ordered all hands up. The fourth man 
at the wheel of the bandit car gave di- 
rections as the three relieved the party 
of considerable cash, all jewelry and 
both men of their overcoats. 
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Arrangements have been completed for 

a joint convention of the members of the 

Illinois Retail Jewelers Association and 

the Iowa Retail Jewelers Association to 

be held at the LeClaire Hotel in Moline, 
(Turn to page 85) 








THE BaLL CoMPANY 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 











BEFORE YOU PURCHASE 
YOUR NEXT 
FIRE INSURANCE POLICY— 


Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 





ED. H. CRONINGER CO. 


SPECIAL MANUFACTURING JEWELERS 
SPECIAL ORDER WORK & REPAIRING 
DIAMOND MOUNTINGS 
PRESENTATION JEWELS 
MEDALS—BADGES 


809 Walnut St. Cincinnati, Ohio 











DIALS REFINISHED 
High Quality Low Prices Quick Service 
Every Dial Guaranteed for One Year 
Send dials to our nearest office 
KIRK-RICH DIAL CORPORATION 
Formerly Pacific a Application Co., 





330 Allen Bldg. * 503 Heyworth Bldg. 
Dallas, Tex. Chicago, Ill. 
823 Seaboard Bidg. 524 Metropolitan Bidg. 
Seattle, Wash. Los Angeles, Cal. 























i. | SILVERWARE | 28 





SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 
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Chicago Notes 
(From page 84) 


IIl., on May 6, 7 and 8. A complete pro- 
gram of business and entertainment is 
being arranged. Henry T. Mortensen, 
secretary of the Illinois Association, states 
that the Code for retail jewelers will be 
the principal topic for discussion and 
that a man prominent in the NRA work 
will be present to talk and explain the 
workings of the Code and urges every 
jeweler in the two states to arrange to 
be present. 


State Street will soon have another fine 
jewelry store on the ground floor. Le- 
bolt & Co., who were formerly located 
on State Street, but more recently on the 
fifth floor of 31 N. State Street, have 
leased the store at the corner of State 
and Washington, over 2000 square feet 
and 6160 square feet on the second floor 
and will move into this space as soon as 
alterations and furnishings are completed. 
This company was established 35 years 
ago by Jack Lebolt, president, and is one 
of the best known retail jewelry stores 
in the country. They are also large im- 
porters of pearls and for many years 
maintained places of business here and 
on Fifth Avenue, New York. 


Louis G. Sachs, representing New York 
jewelry concerns, reported to the police 
that he had been robbed of jewelry and 
diamonds valued at about $40,000 on 
March 3, while he was in a grill on N. 
Wabash Avenue. He stated that he was 


Where to Buy 


DOMESTIC 
China and Glass 








LENOX CHINA 


% SERVICE PLATES 
DINNERWARE 
NOVELTIES 
LENOX Made in America 
LENOX, INC. Trenton, N. J. 











Where to Buy 
IMPORTED 
China and Glass 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 





Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment. 
Corerann & Trompson. Inc 


206 Fifth Avenue 
New York, NY. 
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on his way to safe deposit vaults at 159 
N. State Street when he met Louis Rose, 
another jewelry salesman, and they en- 
tered the grill. Two men with faces 
partly covered with black masks ap- 
proached with drawn guns, seized the 
sample cases and rushed out. A witness 
outside stated that they got in a car 
from which he had seen a third man re- 
move the license plate shortly before. 
Mr. Sachs stated the diamonds were in- 
sured. 


B. L. Steelman, of Kalamazoo, secre- 
tary of the Michigan Retail Jewelers’ 
Association, announces that this organi- 
zation will hold its annual convention at 
Grand Rapids on Sunday and Monday, 
May 13 and 14. The principal events 
will be on Monday, Sunday being de- 
voted to committee meetings and pre- 
convention arrangements. On Monday 
there will be two business sessions with 
talks and discussions of subjects of in- 
terest to the members. In the evening 
there will be a dinner, dance and vaude- 
ville show, sponsored by the Wolverine 
Jewelry Travelers. This has always 
proved very enjoyable. Mr. Steelman 
states that the indications are for a large 
attendance and successful meeting. 


On April 15, Goldsmith Bros. Smelt- 
ing & Refining Co. is moving its Chi- 
cago general offices, purchase and sales- 
rooms to the eleventh floor of the Gar- 
land Building, 58 E. Washington Street. 
At the new address the company will 
have more adequate facilities to take 
care of its constantly increasing business. 
The new office is in the heart of the 
jewelry center of Chicago, and makes 
possible greatly increased buying and 
selling facilities. Marc Goldsmith, gen- 
eral manager of the company, reports 
that during the past two years the old 
gold business has increased to such an 
extent that the old quarters were grossly 
inadequate. In addition to its new quar- 
ters the company continues to operate 
one of the largest smelting and refining 
plants in the world devoted to precious 
metals and allied products. The main 
plant is at Fifty-Eighth, Fifty-ninth, 
Throop and Ada Streets in the Engle- 
wood district of Chicago’s South Side. 
Goldsmith subsidiary plants are at New 
York and Toronto. S. Goldsmith, one 
of the original Goldsmith brothers, is 
president of the firm, in charge of the 
New York office. 


Louis Epstein, jewelry salesman of 
5498 Hyde Park Avenue, who makes his 
headquarters in the Heyworth Building, 


holdup men on March 13. Driving on 
the Joliet Road, just south of West- 
mount, he failed to stop as soon as 
ordered and a bullet was sent into his 
car. The men searched him carefully, 
relieved him of a small amount of cash 
and would not believe him when he 
stated he was not a diamond salesman. 
They took his cases, locked his car and 
carried away the keys. He had a dupli- 
cate set and at once drove to a station 





(Turn to page 99) 
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Where to Buy 
IMPORTED 
China and Glass 





DRESDNER ART DECORATIONS 
DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 
WH. 8. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Famous the World Over 
Available from New York Stocks 
ROSENTHAL CHINA CORP. 149 5th Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and d 
Wire your urgent 8. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 


FINEST CRYSTAL 
STEMWARE. 


From Sweden 
AT POPULAR PRICES 


Stock and Import 


J.H. VENON, Inc. | 














a tos CATH H AVE. 
NEW ORK 





THEODORE HAVILAND 


FINE Ag Pues 
JOHN MAD DOCK & SONS 
English Earthenware 
PEARLCRAPT POTTERY 


Alu New York Stock 
Tae HAVILAND & CO., Inc. 
26 W. 23rd St. New York 











had a rather unusual experience with | 


ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 











Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WED@WOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 
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mDo you know GOLD 
7yyour Karats SILVER 
PLATINUM 
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or any material in which these 
WE DO { metals are contained, with an 
. honest return as promptly as 


accurate determinations permit. 





REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 


And when you have a lot 
of old gold, silver, filled 



































and plated cases, obso- 30 Yours of Refining Service 
lete yellow gold to dis- 709 SANSOM STREET - PHILADELPHIA, PA. 
pose of — — | 
it will pay you well to PLATINUM 
SHIP DIRECT ‘TO AND 
IRIDIUM-PLATINUM 
DE E & & O IN ALL FORMS TO SUIT 
” JEWELERS’ REQUIREMENTS 
ALSO 
who specialize in the Hard Platinum, Palladium 
refining and manufac- oud 
tu r 1 n g O ft Pp R E | O U S Special Alloys for all purposes 
METALS Platinum Wedding Rings 
JOHNSON, MATTHEY 
Prompt Returns innit Maile Mi 
Checks That Satisfy ae 
= oP ag 15 West 47th Street, New York City 
tr a " i ns . i ‘ 5 -_ . Telephone Bry 9-4645 
=e ee. & COmms Hirt ca masculine ane: “aii 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the March issue) 


SSUMING that the spindle has been lapped to a 
perfect fit, how shall we proceed to grind the shell 
end of the spindle? 


Answer—Our first step in this operation will be to 
prepare the grinding wheel. This may be easily done 
by placing a fine grinding wheel in the taper chuck, and 
with a diamond tool true the face of the wheel and 
turn the edge to a 10 degree angle, with the major 
diameter of the wheel to the front of the wheel. 

Then we may’ place our traverse grinder with spindle 
and pulley ‘assembled in position in the slide rest and 
center it accurately by means of the headstock center 
and tailstock center. The traverse grinder frame is simply 
held loosely in the slide rest until the spindle is centered 
accurately, then it is secure in the slide rest. A small 
brass or steel collar should also be fitted to the spindle 
to hold it in one position while grinding the end. In 
this manner we guide the spindle with the slide rest 
screws. 

For the grinding end of the spindle, we shall drive 
the lathe head which carries our grinding wheel at high 
speed, and our traverse grinder, which we wish to grind, 
is driven at a low speed. A very light belt, or even a 
piece of stout twine, will answer for driving our traverse 
grinder spindle. 

The spindle may be ground either with the front edge 
or the back edge of the grinding wheel, but in either 
case we must be sure to have the spindle turn in the 
opposite direction from the grinding wheel. We may 
eliminate flying particles of dust from the grinding wheel, 
by taking plenty of oil on the wheel. 

To proceed with the grinding, we may move the end 
of the spindle up to the grinding wheel and take a light 
cut clear across the shell end of the spindle. As we made 
the shell end of the spindle .1975 in diameter, this 
measurement allowed us .001 for distortion in hardening 
and grinding and lapping to the required size .1885, 
which will allow us .001 for lapping to fit the shell. The 
shoulder of the shell and the end of the spindle should 
be ground clean and smooth, and the length of the shell 
end should be ground so that it is a trifle less than the 


shell. 


THE JEWELERS’ CIRCULAR 
for April, 1934 


87 


We may make a small slotted lap similar to the lap 
we used lapping the spindle bearings. As to length, it 
may be about half as long again as the shell and the 
diameter such that it can be opened to full .1875. Then 
we may insert the shell in a wire chuck that will hold 
it true and proceed to lap it smooth and to .1875. The 
end of the shell which fits against the shoulder may be 
stoned off smooth with an oilstone held against this end. 
The inside corner of the shell should be champfered so 
there will be no sharp corner. This is done with an 
aluminum cone. 


OW shall we proceed to lap the shell end of the 
spindle to fit the shell? 


Answer—In our last operations, we lapped the inside 
of the shell to .1875. We have also ground the shell 
end of the spindle to .1885. This allows us .001 for 
lapping the shell end of the spindle to a perfect running 
fit. Now, in order to lap the shell end of the spindle, 
we shall require a lap similar to the one shown in Fig. 1 
in the last installment but with slightly different dimen- 
sions. The hole shown at A should be drilled and 
reamed to .1875, while the total length of the lap should 
be one-quarter of an inch. The outside diameter of the 
lap, also the closing screw, may be the same as given for 
Fig. 1. In lapping the shell end of the spindle, the 
spindle should be run on centers, just the same as we 
did when lapping the spindle to size. A few moments’ 
lapping will reduce the shell end to the proper dimen- 
sions for a perfect fit. 

Assuming that the shell end of the spindle fits the 
shell properly, then we may insert the screw which is 
to hold the shell in position. When the screw is set 
tight against the end of the spindle, the shell should have 
just a slight amount of freedom. If there is not enough 
freedom, or too much, the end of the shell or the end 
of the spindle may be ground off a trifle to attain this 
fit. Assuming that this has been done, then we may fit 
the knob to the shell and force it in position. 


(To be continued.) 
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SMELTING amd REFINING CO. 
Minneapolis, Minn. 
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at Hotel /\ 5 









DH 


CHEST AT 





No matter what brings you to Philo _ 
delphia— business, pleasure or a tour 
of America's historic landmarks —you 
will do well to stay at Hote! Adelphia 
Close to all attractions —with every 
comfort and luxury at low cost. Finest 
food deftly served in the French Res- 
taurant, Coffee Grill and Roof Garden. 
400 ROOMS with BATH 
from *3. single from $5. double 


ADELPHIA HOTEL COMPANY 
David B. Provan, Managing Director 
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H.1.A. Certificates Granted 

WasuincrTon, D. C., March 7—At a meeting of the 
Horological Institute of America held in Washington, 
D. C., yesterday, certificates were granted to the follow. 
ing wandemibeies: 


CERTIFIED WATCHMAKER 


NAME EMPLOYED BY ADDRESS 
Frank Clay M. G. Cox Morganton, N. C. 
Everett R. Hintse Shrove & Co. San Francisco, Cal, 
Chester E. Shimp S. & N. Katz Baltimore, Md. 


JuNion WATCHMAKER 


Zene L.McMurtrey Student at Elgin Elgin, Ill. 
School 

Gerhardt Peter Student, Bureau of Los Angeles, Cal, 
Rehabilitation 


The following are samples of questions asked in the 
written examinations: 


CERTIFIED WATCHMAKER 


1. What are the steps you take in setting up a club 
tooth lever escapement? 

2. What is meant by a dead-beat escapement? 

3. Would a balance out of poise effect the time in dial 
up and dial down positions? 

Junior WATCHMAKER 

1. Name two springs used in a hunting case. 

2. What is meant by a hollow center pinion, and how 
is the cannon pinion attached so as to carry the hands? 


Where does the friction take place? 
3. When is an escapement out of beat? 





Working in Precious Metals 


With the advance in the technical processes of jewelry 
manufacture in precious metals, the science of metallog- 
raphy, little more than a generation old, is becoming of 
increasing importance to the practical craftsman. This 
specialized branch of metallurgy, which deals with the 
effect of heat and mechanical treatment on the crystalline 
structure of metals, is the timely subject of a new work, 
“Working in Precious Metals,” by Ernest A. Smith, re- 
search metallurgist of international renown. The use by 
the jewelry industry of new and complex alloys makes 
necessary a thorough understanding of the nature and 
behavior of the metals thus developed and Mr. Smith’s 
book answers admirably this need. 

In the words of the author, “This book has been writ- 
ten primarily with the object of providing the craftsman 
and the manufacturer with a scientific insight into the 
properties and behavior of the materials with which they 
work . .. an account of the principles which underlie 
the mechanical deformation and heat-treatment of the 
precious metals and alloys met with in industrial prac- 
tice. The book is intended to supplement, not to replace, 
practical experience.” 

Published in England by the N. A. G. Press, Ltd., 
“Working in Precious Metals” is being distributed in the 
United States by Henry Paulson & Co., 37 S. Wabash 
Ave., Chicago. 


New Method of Displaying Watch Bands 
The Jacques Kreisler Sales Corporation has effected a very 
unique display for the showing of watch bands. The bands 
are draped around a very attractive black satin cylinder— 
the base to which the cylinder fits is made of fine red lacquer 
with gold decoration. This is part of the Kreisler campaign 
to merchandise their watch bands in the fine jewelry manner. 
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Directory of Code Authorities 


Springfield 
Rockford 
Moline 


INDIANA 
Evansville 
Indianapolis 


Iowa 
Davenport 
Des Moines 
Ottumwa 


LouISIANA 
New Orleans 


MAINE 
Bangor 
Washington 

County 

MARYLAND 

Baltimore 


MASSACHUSETTS 
Boston 
Worcester 


MICHIGAN 
Detroit 


Grand Rapids 
Kalamazoo (incl. 
7 Counties). 


Pontiac 


MINNESOTA 
Minneapolis 
St. Paul 


MISSOURI 


Cape Girardeau 


Kansas City 
Springfield 
St. Louis 
NEBRASKA 
Omaha (incl. 


(From 


J. Ralph Tobin 
Adam Bolender 


(See Davenport, Iowa) 


David M. Cohn 
Reginald Garstang 


E. W. Niemand 
Burton Joseph 
John R. Cotton 


Henry Hausmann 


W. C. Bryant, Jr. 


A. J. Danforth 
C. Howard Millikin 


James Kingman 
Edward E. Franks 


Harry Wright 
Roy Taft 
Hugh C. Finley 


Fred Pauli 


James D. Dougherty 
John M. Geist 


X. O. Ray 

Walter M. Jaccard 
Moe Fayman 

W. G. Drosten 


T. L. Combs 


Council Bluffs). 


New HAMPSHIRE 


Entire State 


New York 
Binghamton 
Buffalo 


New York 
Middletown 
Rochester 
Utica 


NorTH CAROLINA 


Durham 
Greensboro 
High Point 
Raleigh 
Rocky Mount 
Salisbury 
Wilmington 
Wilson 


Winston-Salem 


District 1 
District 2 
District 3 
District 4 


NortH DAKOTA 
Entire State 

OxI0 
Chillicothe 
Cincinnati 


W. L. Fickett 


Leon S. Davis 
Alfred Dickinson 


Warren D. Perry 
Harmon F. Bentley 
E. Lathrop Sunderlin 
George H. Evans 


W. J. Womble 
Arnold Schiffman 
Isadore Hyman 
Ernest Noiman 
James M. Fox 

W. H. Leonard, Jr. 
Allen Huggins 


Mrs. M. P. Churchcell 


Robert Day 
Geo. E. Bisanar 
C. F. Neese 
W. L. Best 

F. Recols 


Max Rabinovich 


Charles A. Henn 
Edw. F. Herschede 


page 73) 
Same 204 S. 6th St. 
Same 313 W. State St. 


Kruckemeyer & Cohn321 Main St. 
Julius Walk & Sons 53 Monument Circle 


Same 115 W. 3rd St. 
S. Joseph & Sons 320-6th Ave. 
J. R. Cotton Co. 103 E. 2nd St. 


Hausmann, Inc. 730 Canal St. 


W. C. Bryant & Son,46 Main St. 


Inc. 
Eastport, Maine 


Hennegen-Bates Co. 7 E. Baltimore St. 


Smith-Patterson Co. 52 Summer St. 
Moulton Jewelry Co. 399 Main St. 


Wright, Kay & Co. 
J. C. Herkner Jly. Co. 114 Monroe Ave. 
Same 150 S. Burdick St. 


Same 28 W. Huron St. 


8th & Nicollet Ave. 
28 E. 6th St. 


J. B. Hudson, Ine. 
Emil Geist 


Chaffee, Mo. 
1017 Walnut St. 
Public Square 
900 Olive St. 


Jaccard Jly. Corpn. 
Fayman’s 
Drosten Jly. Co. 


T. L. Combs & Co. 1617 Harney St. 


38 N. Main Street Concord, N. H. 
Darrow-Davis, Inc. 82 Court St. 
T. & E. Dickinson 
& Co. 618 Main St. 
Phelps & Perry 665 Fifth Ave. 
41 W. Main St. 
The Sunderlin Co. 74 East Ave. 


Evans & Sons, Inc. 234 Genesee Street 


339 W. Main St. 
225 S. Elm St. 

200 N. Main St. 
109 Fayetteville St. 
126 S. Main St. 
Salisbury 

117 N. Front St. 
Wilson 

428 Trade St. 


Schiffman Jly. Co. 
Hyman’s 


Hickory, N. C. 
Burlington, N. C. 
Greenville, N. C. 
Clinton, N. C. 


Grand Forks 


Henn & Henn 76 E. Main St. 
Frank Herschede Co. 124 E. 4th St. 


(Turn to page 91) 
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1500 Woodward Ave. 


*from the Stars.” 





Code Authorities Meet 
(From page 73) 


mercial field, spokesmen advocated the 
need of price regulation of industry 
to continue even present wage scales. 

On the closing day of the sessions, 
General Johnson, NRA Administra- 
tor wound up the meetings with the 
blunt announcement that the Blue - 
Eagle rules were to be more strongly 
enforced. 

Out of the conference came the 
sharp impression that hours will be 
shortened and wages increased, that 
the government is reorganizing to 
put “teeth” in the codes and see that 
they are enforced and that reorgani- 
zation of the economic and social 
structure will become permanent. 

It can be said, that while it is not 
necessary to agree with all that has 
been done in every particular, that 
conditions have improved and a more 
optimistic attitude prevails. 


Colorado Master Watchmakers’ 
Association Holds Convention 


DENVER, COoLo., March 1.—The con- 
vention of the Master Watchmaker’s As- 
sociation of Colorado, Inc., was held in 
this city on February 26 and 27 at the 
Albany Hotel, at which time all officers 
were reelected except the trustees, and 
they were done away with and directors 
appointed. The directorate consists of 
all of the officers and the chairmen of the 
various guilds as follows: W. M. Blox- 
ham, Wolf Hansen, Denver Guild; Roy 
Utter, Greeley Guild; H. J. Affley, 
Pueblo Guild; Mr. Mund, Colorado 
Springs Guild; W. F. Lesch, Boulder 
Guild, and A. J. Bradley, La Junta 
Guild. The other guilds did not have 
their officers present. 

Monday afternoon was devoted to the 
registration of delegates and members, 
21 towns and five states being repre- 
sented. On Monday evening, C. Wil- 
kerson, president, delivered the opening 
address and introduced O. R. Hagans, 
secretary and organizer and convention 
chairman, who welcomed the delegates 
and outlined the objects of the asso- 
ciation. 

A. W. Recht, professor of astronomy 
and mathematics of the University of 
Denver, then delivered an_ illustrated 
lecture on “Correct Time as Derived 
Later the delegates 
visited the Elgin National Watch Co.’s 
factory by way of a two-reel motion 
picture and listened to an interesting 
address by W. H. Samelius, director of 
the Elgin College. .This was followed 
by a technical lecture and blackboard 
talk on the construction of watches. 
There were 673 present Monday evening. 
Tuesday afternoon session was given 
over to the election of officers, and Tues- 
day evening a banquet was held with 
Ted Syman acting as toastmaster. 








Wants 
SANDERS 


It pays Jewelers 
to sell SWEEPS to us 


Because We Give 
BETTER RETURNS 


SWEEP 


SMELTERS 
BIRMINGHAM, ENG. 











Do You Know 


that the ophthalmometer is vitally important and 
extremely useful not only in regular astigmia but in 


Amblyopia, Anisometropia, Incipient Cataract, 
Aphakia, Irregular Astigmia, Nystagmus? 


OPHTHALMOMETRY 


By E. LEROY RYER 
SHOWS WHY and HOW 


No more pitfalls. Ophthalmometry made simple 


and precise 


Price $3.50 a Copy 











Published by 


The Optical Journal and Review 
239 W. 39th St., New York 





DON'T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC., 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORp. 
23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 








BUY AMERICAN MADE 
WATCH AND CLOCK OIL 


'S. OF 
NYE OLL 
| For fifty vears the standard lubricant 


for watches and clocks 


ORDER FROM YOUR JOBBER 








Send us your 


OLD GOLD, SILVER, PLATINUM 
Gold Filled Cases, Optical Scrap, Ete. 
Prompt and accurate returns Guaranteed 


‘4 Generations of Service 
N. L. SHTEINSHLEIFER 


78 Bowery, New York City 





SMELTER & 
REFINER 








INTRODUCTION TO THE 


THEORY OF SPECTACLES 


By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 
THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 











tEEVE & MITCHELL CO. 


SINCE 


| 
REEVE >» a a a . ‘ 
| 


1898 
NON-T 


‘ARNISHING 
FLANNEL BAGS 


LL1O Sansom Street 


and ROLLS 


Pa. 


Philadelphia, 








FOR EXCELLENT SERVICE 


Ox 
HOR Jew an Torches 


The flame is adjusted by a touch; you can 
have a sharp needle-shaped flame, hot enough to 
weld platinum, or instantly change to a big soft 
brush for annealing, tempering, soldering, etc. 

Circular 733 tells all about it. 


Hoke, Inc., 22 Albany St., New York Cityf 
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Directory of Code Authorities 


(From page 89) 


Cleveland 
Lorain 
Newark 
Toledo 
Youngstown 


OKLAHOMA 
Bartlesville 
Cushing 


Oklahoma City 


Tulsa 


OREGON 
Portland 

PENNSYLVANIA 
Erie 
Hazleton 
Johnstown 


New Castle 
Philadelphia 
Pittsburgh 


Reading 
Scranton 
Sharon 
W ilkes-Barre 
York 

RHODE ISLAND 
Providence 


SouTH CAROLINA 


Charleston 
Columbia 


SouTH DAKOTA 
Sioux Falls 


TENNESSEE 
Nashville 


Texas 
Amarillo 
-lustin 
Beaumont 
Dallas 
Fort Worth 
Galveston 
San Antonio 
Waco 
El Paso 


UTAH 
Entire State 


VERMONT 
Entire State 

VIRGINIA 
Richmond 

WASHINGTON 
Seattle 
Tacoma 


Clarence A. Rock 

Harry Pistell 

H. W. Mackenzie 
Norman E. Hascall 
Raymond Dronnor 


Austin S. Eby 
N. C. McCoy 


Joel Rosenfield 
Sanders Rones 


Frank A. Heitkemper 


R. K. Jarodki 
Nat Landau 
Thad B. Reese 


J. F. Porelman 
Philip Kind 
John M. Roberts, III 


J. C. Mumma 
Leon Joseph 

Frank Wongler 
Edward Morris 
Harry Fluhrer 


W. G. Thurber 


R. H. Allan 
L. H. Lachicotte 


A. W. Peterson 


Fred Goldner 


Fred F. Wagner 
E. J. Palm 

G. M. Gusfield 

C. M. Linz 
Evanda P. Haltom 
Sam Carter 

Ben Schwartz 
Fred Studer 

G. B. Holdsworth 


W. T. Denn 


W. S. Preston 
S. M. Schwarzschild 


Louis Friedlander 
Frank M. Craig 


Scribner & Loehr Co. 
G. A. Clark Co. 


N. E. Hascall & Son 


Rosenfield Jewelry Co. 


F. A. Heitkemper, Inc. 


S. H. De Roy & Co., 
Inc. 


S. Kind & Sons 
J. M. Roberts & Son 
Co. 


Tilden-Thurber 
Corpn. 


James Allan & Co. 
P. H. Lachicotte & Co. 


Smith Jewelry Co. 


Marcus & Goldner, 
Inc. 


Stelfox Co. 
Gusfield Co. 

Linz Bros. 
Haltom’s 

Salzman 

McNeel Jewelry Co. 


Holdsworth & Rearce 


Hubbard-Denn Co. 


17 Church Street 


Schwarzschild Bros. 


1148 Euclid Ave. 
700 Broadway 

51 Hudson Ave. 
329 Superior St. 
Federal at Hazel 


Bartlesville 

Cleveland Ave. Cush- 
ing 

227 Main St. 

424 S. Boston Ave. 


725 S. W. Alder St. 


25 W. 9th St. 
25 W. Broad St. 


132 Market St. 


129 E. Washington St. 


1110 Chestnut St. 


429 Wood St. 

627 Penn Ave. 

109 Wyoming Ave. 
50 W. State St. 
70 S. Main St. 

17 W. Market St. 


292 Westminster St. 


285 King St. 
1424 Main St. 


225 S. Phillips Ave. 


617 Church St. 


721 Polk St. 

614 Congress Ave. 
604 Pearl St. 

Linz Bldg. 

614 Main St. 

2215 Avenue “E”’ 
223 E. Houston St. 
508 Austin Ave. 
205 Mills St. 


217 Main St., Salt 


Lake City 
Burlington 
2nd & Broad Sts. 


5th & Pike Sts. 
1104 Broadway 








Morris B. Smith 


CuHarwotte, N. C., March 15.—Morris 
Benjamin Smith, 64, head of M. B. Smith 
Jewelry Co. on East Trade Street, died 
in a hospital here yesterday. He had 
been in ill health for the last few years 
and was removed to the hospital 10 
days ago where his condition became 
worse. Funeral services were held in 
the synagogue and burial was made in 
the Hebrew Cemetery. 

As head of the company, Mr. Smith 
had lived in Charlotte for 21 years. He 
came here from Chicago where he had 
been a deputy city councilman. He was 
very active in religious, fraternal and 
business life and was a former president 
of the Hebrew Brotherhood here as well 
as holding numerous other offices. 

Deceased is survived by his widow, a 
son, Alfred E. Smith of this city, three 
daughters, four grandchildren, a brother 
and two sisters. 


Ted Coords Heads Jewelers Fraternal 


Association 
At the 19th annual meeting of the 
Jewelers Fraternal Association, held 


March 8, at 9 Maiden Lane, New York, 
the following officers were elected to serve 
during the ensuing year: Ted Coords, 
president; Henry Green, vice-president; 
William Underwood, secretary-treasurer 
(reelected). The Board of Directors in- 
cludes: Ted Coords, chairman; to serve 
two years, Norman Ullrich and John W. 
Wirth; one year, Leo Leddy, Ross Donald- 
son, Ben Biffar, and Harry Kretsch. 

Leo Leddy, the retiring president, pre- 
sided over the meeting. Secretary 
Underwood’s report showed a favorable 
financial condition of the organization. 
Henry Green and Norman Ullrich re- 
ported for the Board of Directors and 
the Membership Committee, respectively. 

The following amendment to the by- 
laws and constitution was adopted: “Each 
and every member united with this as- 
sociation agrees that it is purely voluntary 
and that no contractual liability may 
exist against any other member as such. 
The Association does not bind itself or 
any of its members to any payment what- 
soever, should conditions arise beyond its 
control.” 

A rising vote of thanks was extended 
to George Frey, a past president of the 
association, for his great assistance to 
members and officers during the past 
year. 


Elton B. Fisher 








Wenatchee DistrictBen Hays Wenatchee "| 
Walla Walla C. E. Ludwigs Ludwigs’ NortH ATTLEBORO.—Elton B. Fisher, pro- 
Whatcom and | prietor of the E. I. Franklin Co., manu- 
- Skagit Counties E. O. Asplund 104 E. Holly St. Bellingham | facturing jewelry concern, died early the 
West VircINIA | morning of March 10 at his home, 169 
Fairmont H. A. Dodge 125 Main St. Fairmont | = ee ae this ow ane a 
H . 115 S. 3rd St. Clarksb short iliness. e was years old. 
arrison County Lee Probst r arksburg Deceased was born in North Attleboro 
Wisconsin and lived here all his life. He is sur- 
Racine (Kenosha) Thos. J. Dale 626-56th St. Kenosha | vived by his widow and four sons, Rus- 
Milwaukee A. C. Hentschel 2101 W. North Ave. Milwaukee | sell, Elton, Clarence and William, two 
Sheboygan Geo. F. Imig 621 N. 8th St. | sisters and a brother. 
THE JEWELERS’ CIRCULAR 91 


for April, 1934 











Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

S ial notice forms close 20th of 


Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, Sc. for each additional 
word; minimum charge, 75c. 








ABLE SALESMAN seeks position in re- 
liable store. Address “ 1359,” care 
Jewelers’ Circular. 





YOU GIVE ME the windows and mer- 
chandise; I’ll do the rest.. Address “A., 
1149,” care Jewelers’ Circular. - 





ENGRAVER, DIAMOND SETTER, man- 
ufacturing jeweler and platinum work- 
er. Address “F., 1347,” care Jewelers’ 
Circular, 





WATCHMAKER, Al mechanic, 20 years’ 
experience, desires position New York 
or vicinity; salary $25. Address “F., 
1379,” care Jewelers’ Circular. 





WATCHMAKER, ENGRAVER, first class, 
35, 20 years’ practical experience; enlasy 
or commission; former store owner. 

F. Kantlehner, Chelsea, Mich. 


STENOGRAPHERS, BOOKKEEPERS, 

typists, clerks furnished, no charge. 

Iton Agency, 93 Nassau St., Cort. 
7392, New Yor 








YOUNG LADY, five years’ experience at 
general office work in factory office of 
high class manufacturing concern. C. 
Saslaff, 572 E. 2nd St., Brooklyn, N. Y 





FIRST CLASS all around jeweler, 29 
years’ experience on platinum and gold 
work, also general repairing. Address 
“Z., 1181,” care Jewelers’ Circular. 





CERTIFIED WATCHMAKER, age 27, 
ten years’ experience, desires position 
with reliable store; best of reference. 
Sete “C., 1353,’. care Jewelers’ Cir- 
cular. 


WATCHMAKER, competent on all grades 
watches and clocks, desires position; 
worked for best houses in the city; good 
references. Address ‘‘D., 979,’’ care of 
Jewelers’ Circular. 








EXPERT JEWELER, ENGRAVER, stone 
setter, hub cutter, designer, repairman 
in store or shop; go anywhere for 
steady work; reasonable pay. Address 
“C., 1150,” care Jewelers’ Circular. 





ALL AROUND watch, clockmaker, light 
manufacturing jeweler, engraver on 
anything, diamond setter; single line or 
combination. Address “H., 1127,” care 
Jewelers’ Circular. 





YOUNG LADY, 10 years’ experience, fac- 
tory office of ring manufacturer, capable 
taking care of stock, records, repairs, 
weighing metal, etc. Address “H., 
1194,” care Jewelers’ Circular. 





DIAMOND SETTER, all types of setting, 
20 years’ experience with three well- 
known concerns; first class references; 
will go anywhere. Address ‘‘B., 1327,” 
care Jewelers’ Circular. 





POSITION WANTED, experienced lady 
as repair clerk, saleslady; light watch 
and jewelry jobs if necessary; whole- 
sale or retail; references. Address ‘‘C., 
1340,”’ care Jewelers’ Circular. 





WATCHMAKER, 31 years old and mar- 
ried, ten years at bench and waiting 
on trade, would like steady position; 
best of references. Address M. W. Ja- 
cobson, Dows, Iowa. 





WATCHMAKER, 27 years’ experience ; 
all tools; few come-backs; Al ref- 
erences; conscientious steady workman. 
“Watchmaker,” 24 W. Main St., Johns- 
town, N. Y. 





YOUNG MAN, 31, married, expert dia- 
mond setter, can do simple jewelry re- 
pairing, desires position anywhere; ex- 
cellent references. Address “F., 1381,” 
care Jewelers’ Circular. 





CERTIFIED WATCHMAKER, Swiss or 
American; double business; good ap- 
pearance; salesman; percentage basis 
or salary. Edward Hite, 196 Van Alst 
St., Astoria, i. i., N. F. 





WANTED, POSITION as head of watch 
department, with reliable store; ex- 
perienced; further information given 
by letter. Address “O., 1394,” care 
Jewelers’ Circular. 





WATCHMAKER seeking connection with 
house where good and reliable work is 
appreciated. Frank Strauss, 203 E. 
13th St., New York City. Telephone 
Tompkins Square 6-7229. 





EXPERIENCED WATCHMAKER desires 
position; also can do light jewelry re- 
pairing and engraving, stone setting; 
married, age 38. “Watchmaker,” 1405 
Evergreene St., Montgomery, Ala. 





YOUNG MAN, Gemology student, desires 
to learn gem or appraising business; 
will take position at nominal pay to gain 
experience. Address ‘‘K., 1398,’’ care 
Jewelers’ Circular. 





WATCHMAKER, ENGRAVER, desires 
position as estimator, salesman; 15 
years’ experience meeting public; best 
of workmanship; reference. Address 
“O., 1402,’ care Jewelers’ Circular. 





YOUNG LADY, bookkeeper, stenographer; 
ten years’ executive experience, jewelry 
and watch trade; complete charge, cor- 
respondence, collections. Address ‘‘T., 
1408,’ care Jewelers’ Circular. 





CAPABLE STOCKMAN seeks position 
with reputable wholesale watch or 
jewelry concern; adapted to quickly and 
accurately filling incoming orders; ref- 
erences. Address ‘“Y., 1180,’’ care 
Jewelers’ Circular. 


FOR QUICK, substantial profits; 
etrist-watchmaker, honest, experions 4 
dependable; state salary and particy- 
lars first letter; experienced in other 
work; reference. Daniels, Box 14 
Greenfield, Mass. . 








HANDY ALL AROUND JEWELER, doeg 
anything willingly, has also store ex. 
perience, complete equipment; go any. 
where permanently; moderate Salary. 
Address Martin, 1709 Fiske Ave., Pasa. 
dena, Cal. 








DIAMOND SETTER, 15 years’ experience 
platinum or white gold, desires position 
with reputable concern; salesmanship 
ability; can make himself generally uge- 
ful. Address ‘‘A., 1337,’’ care Jewelers’ 
Circular. 








WATCHMAKER, 18 years’ experience 
best references, wants permanent posi- 
tion; good salesman; can do clock and 
light jewelry repairs; experienced on 
all grades of watches. Address “A, 
1336,” care Jewelers’ Circular. ; 





SALESMAN, live wire, 15 years’ expe- 
rience, knowledge retail business from 
every angle; real go-getter; can pro- 
duce results and give no excuses; un- 
questionable references. Address “G,, 
1348,’’ care Jewelers’ Circular. 





WATCHMAKER, JEWELER, knowledge 
of engraving, 18 years’ practical expe- 
rience; clean, fast worker; permanent 
position only considered; will go any- 
where. Address “V., 1368,” care Jewel- 
ers’ Circular. 





WATCHMAKER, 36, competent on all 
grades of watches and clocks; 15 years’ 
experience ; can wait on trade and fur- 
nish best references; will go anywhere, 
=— “R., 1365,” care Jewelers’ Cir- 
cular. 





RETAIL SALESMAN, practical youn 
man of interesting capabilities ani 
clean record, seeks connection with rep- 
utable outfit handling the better class 
trade. Address “X., 1048,” care Jewel- 
ers’ Circular. 





ALERT YOUNG MAN, refined type, seeks 
responsible inside position with repu- 
table wholesalers, importers or man- 
ufacturers; thoroughly experienced and 
highly recommended. Address “A, 
1049,”’ care Jewelers’ Circular. 





VERSATILE SALESMAN, expert window 
trimmer and show card writer; always 
new and effective selling ideas; last 
position lost for logical reasons. Ad- 
gm “R., 1045,” care Jewelers’ Circu- 
ar. 





THE ORGANIZATION which is in need 
of a man who will bring profit as man- 
ager of a cash or credit jewelry store 
in Ohio, Indiana, or Illinois, please 
communicate with Box “K., 1355,” care 
Jewelers’ Circular. 





WATCHMAKER DESIRES POSITION 
with first class jeweler; experienced 
American and Swiss watches; will start 
for $20 per week; finest reference as to 
character and ability. Address “Q.,, 
1364,” care Jewelers’ Circular. 





FINE CLIENTELE AVAILABLE in re- 
turn for steady position to young, ag- 
gressive, retail salesman of interesting 
capabilities; only Manhattan situation 
considered. Address “O., 1358,” care 
Jewelers’ Circular. 





COMBINATION, front end watchmaker, 
jobbing jeweler, plain engraver, desires 
position in Southern States; competent 
mechanic; best references: experienced 
in railroad inspection. Address “B., 
1372,” care Jewelers’ Circular. 





{NSTALMENT SALESMAN seeks respon- 
sible inside position with progressive 
outfit; thoroughly qualified and highly 
recommended; position with future is 
sole object. Address ‘‘O., 1169,’’ care 
Jewelers’ Circular. 





COMPETENT WATCHMAKER, _ expe- 
rienced with first class trade; age 25; 
good references as to ability and char- 
acter; desires position with good estab- 
lishment anywhere. Philip Stifnagle, 23 
Main St., Yonkers, N. Y. 








CERTIFIED WATCHMAKER, ‘Texas 
registered optometrist, desires position 
with reputable establishment; seven 
years’ jewelry store experience; age 31. 
Address ‘‘K., 1354,’’ care Jewelers’ Cir- 
cular. 





WATCHMAKER of exceptional ability 
available about May 1st; expert on all 
grades of work; qualified to take com- 
plete charge; New England preferred. 
— “E., 1375,” care Jewelers’ Cir- 
cular. 
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BUSINESS OPPORTUNITIES—Con’t 


— 











; RG BROS., INC., will buy your 
om or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade _ references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 
s 





U GOING OUT OF BUSINESS? 
ane oo highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 718-720 Broadway, New 
York, established 1889. 








54 WEST 47TH STREET (Jewelers’ Ex- 
change), New York, offering beautiful 
show window for diamond, jewelry 
merchant; also opportunity for refiner 
(buy and sell) ; manufacturers’ space, 
various lines; do business on the ground 
floor in the heart of the city; rental 
$20 up. 


WATCHMAKER with $2,000 cash, as 
partner in jewelry store, eventually 
taking over entire store, or take over 
at once, if you can give security; great 
opportunity; good stock of diamonds, 
watches, jewelry; good repairs: New 
York City; well established. Address 
“Pp. 1410,” care Jewelers’ Circular. 











WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 


WE LIQUIDATE OR BUY jewelry 
stocks; no stock too large or too 
small; inquiries held in strict con- 
fidence. Hippodrome Purchasing 
Corp., Auction Rooms, 1151—6th 
Ave., New York City, N. Y. Mem- 
bers Associated Auctioneers of 
America. 








GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfactory, but since others have 
been Satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out, 
otherwise ship your surplus goods and 
receive cash. Gordon Bros., 18 Prov- 
ince St., Boston, Mass. 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








COMPLETE SET of modern fixtures for 
medium size jewelry store; must be up 
to date; will pay cash. Address “P., 
1403" care Jewelers’ Circular. 


SECOND-HAND LATHE with full set 
of chucks, must be modern, in excellent 
condition and cheap; can also use stak- 
Ing tool set. H. Garman & Son, Coates- 
ville, Pa. 








WANTED, SCALES AND WEIGHTS for 
gold and silver; testing needles and 
other articles appertaining to testing 
gold, silver, platinum. Metropolitan, 100 
West 42nd St., New York. 


Watch Mork for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York, N. Y., repairs and mate- 
rials; quick mail service. 





WATCH REPAIRING—specializing in 
small Swiss watches, repeaters and 
marine chronometers; reasonable prices, 
prompt service; special attention to out 
of town trade. Alfred S. C. Brancasi, 
101 West 42nd St., New York. 





GUARANTEED watch repairing (no 
cleaning machine), expert watch- 
makers; promptest service: trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, Ill. 





HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 





S. HELFGOTT, high grade watchmaker 
for the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed; esti- 
mates upon request. 64 Fulton St., 
New York. 








Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








DESIGNING, etching, lettering, sports, 
scenes, fine line etching of portraits, 
landscapes, and ornamentation relief or 
intaglio. J. J. Kwik, 512 Franklin Ave., 
Nutley, N. J. 





DIAMOND REPAIRING and recutting ; 
repairing broken and _ chipped 
stones; recutting old miners’ and 
badly proportioned stones to im- 
prove brilliancy. James A. Drilling 
Co., Diamond Cutters Since 1906, 
87 Nassau St., New York. 


To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 

















DESIRABLE SPACE for diamond setter, 
watchmaker or engraver; North light. 
Room 1008, 48 W. 48th St., New York. 





WILL SUBLET all or part of my fully ~ 


equipped office on 10th floor of 170 
Broadway, New York; fine North light: 
large safe, with vault, for diamond 
dealer. Telephone Ashland 4-0452. 








OPPORTUNITY for watchmaker, en- 
graver, or diamond dealer to share up- 
to-date office, new building: reasonable 
rent. Room 208, 80 Nassau St., New 
York. Beekman 3-7847. 





WATCHMAKERS! Light, desirable bench 
space to let with uptown New York 
watch importer: we guarantee _ suffi- 
cient work to cover rent charge. <Ad- 
dress “T., 1392,” care Jewelers’ Circular. 





Want To Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





DESIGNER would like to have desk 
space, north light. Hugo E. Frenzke, 
3rd Street, Demarest, N. J. 





OFFICE SPACE with telephone service 
wanted by diamond dealer; prefer up- 
town New York, jewelry district; can 
furnish best references; state price. 
a e “C., 1373,” care Jewelers’ Cir- 
cular. 





PM#iscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








WALKER & WHYTE, INC., Metallurg- 
ists, Analysts and Assayers, U. 8S. Gold 
License No. 2524. 409 Pearl St., corner 
New Chambers, New York City. 


NOW IS THE TIME for watchmakers to 
enroll for finishing courses in watch- 
making, clockmaking and _ engraving. 
For full information address Elgin 
Watchmakers College, Elgin, Illinois. 


LEARN WATCH REPAIRING by doing 
it; Seno training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 111 West 
111th St., New York City. 


PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. ls Polachek, 
1234 Broadway, New York. 


TAGER C. VETUSI, jewelers’ Millwright, 
eneral contractor; specialize complete 
ewelry shop installation; plants bought 

and sold; jewelry machinery on stock. 
261 West 27th St., New York. Chicker- 
ing 4-1432. 


WATCHMAKER! increase your ability 
through the highly recommended 
books: “‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’’; circulars free. 
Walter Kleinlein, Waltham, Mass. 




















LEARN WATCHMAKING and become in- 
dependent; we help you secure a posi- 
tion; easy to learn: send for free cata- 
log. St. Louis Watchmaking School, 
Dept. 7, St. Louis, Mo. Under the 
same management since 1886. 





FINE CLIENTELE AVAILABLE in re- 
turn for steady position to young, 
aggressive, retail salesman of inter- 
esting capabilities; only Manhattan 
situation considered. ddress “L., 
1356,” care Jewelers’ Circular. 





DO YOUR OWN REFINING; complete 
instructions for old scraps, filings, 
bench sweeps, to recover the fine gold, 
platinum, silver contents at big sav- 
ings; inexpensive equipment, price $3. 
Pechin Laboratories. P. O. Box 2739, 
St. Petersburg, Fla. 





Legal Notice 








Notice is hereby given that the partner- 
ship lately subsisting between Eugene C. 
Ronrbach and Henry Beyer of 21 Maiden 
Lane, New York, N. Y., under the firm 
name of Beyer & Rohrbach, was dissolved 
on the Ist day of April, 1934, by mutuai 
cor sent. 

All debts owing to said partnership are 
to be received by said Henry Beyer who 
will continue the business and all obliga- 
tions of the said partnership are assumed 
by and are to be presented to him. 

Signed: 
Henry Beyer 
Eugene C. Rohrbach 
Dated: April 1, 1934. 
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National Retail N.R.A. Code 


AUCTIONEER 


I can sell your entire business or 
any part to clean your stock. I 
protect the Jeweler’s reputation at 
all times. There is no depression 
at a JOHNSTON auction sale. 
Every sale a success which will in- 
crease your future business. 

If you want an honest, successful 
sale . .. Write, Wire, Phone. 


WM. N. JOHNSTON 
Office—253 Orchard Street Sharon, Penna. 











WRITE TODAY for in- 
formation how, under 
the Jewelers Code, an 
honest, legitimate and 
successful auction, 
which protects the Jeweler’s 
standing and the future reputa- 
tion of his store, can be con- 
ducted. 


Testimonials as to Ability and Square Dealing 


EDWARD R. TYLER 


Auctioneer for Jewelers 
6237 Champlain Ave. CHICAGO 





WE 00 OUR PAR” 











We buy quick for 
Spot Cash! 


All or part of your stock. 


You will be satisfied with our policy and prices. We 
have bought out many leading stores in nearly every 
State. Rating and references of the highest character. 
We can refer you to banks and many prominent 
merchants. 


Write us without obligation. 


BROOKLYN PURCHASING SYNDICATE 
Frank Walker, Proprietor 
610 Broadway, Brooklyn, N. Y. 
Telephone: Pulaski 1798 Note—Same address since 1898 











‘THE PATHWAY TO SUCCESS” 


me 


-% Ee 





WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 


Dept. C Peoria, Ill. 
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Standard Time Throughout the World 
(From page 41) 
TIME IN ForEIGN CouUNTRIES 


Nearly every country of the world has established q 
legal time upon which to operate, and also a legal time for 
islands and dependencies under its control (See Fig. 2). 
The map shows the approximate boundaries of the time 
zones as used under the international Standard Time 
Zone System, with the Greenwich meridian as zero. 





Jewelers who so desire can obtain copies of the maps 
shown with this article by writing to the Superintendent 
of Documents, Washington, D. C. Ask for circular of 
the Bureau of Standards No. 399 entitled “Standard 
Time Throughout the World” and request the photo- 
graphic copies of the maps, which can be used in window 
displays in connection with watch and clock promotion, 
The article and maps were prepared by the Bureau of 
Standards of the U. S. Department of Commerce and the 
extract herewith is republished from Circular 399. 

Since the making of the maps showing the standard 
time zones of the United States, with parts of Canada 
and Mexico, the time zones of Mexico have been changed 
by presidential decree. Effective April 1, 1932, all of 
Mexico, excepting the Northern territory of Lower Cal- 
ifornia, takes the time of the nineteenth meridian west, 
six hours slower than Greenwich. 





Turning the Spotlight on Jewelry 
(From page 61) 


attempt to influence a bride by special offers of this kind. 

“Devote full attention to your window displays. We 
use an entire window each week to feature silver. The 
display remain for a full week. Flatware is combined 
with holloware with the smaller articles placed at the 
front, with an attention getter like a large platter or 
tea set in the background. The window is devoted to 
both sterling and plated ware. 

“Silverware articles for babies have quick appeal. We 
have a number of $1 items particularly adaptable for 
baby gifts that have a prominent display in both the 
window and the store. The average customer does not 
appreciate the number of items that can be bought for a 
baby. Suggestive selling goes a long distance in stimulat- 
ing a demand for silverware article for this purpose. 

“Tf it is not possible for the customer to decide upon a 
pattern draw sketches of the engraving to go on the 
service. This will excite the interest and will help the 
customer to make a decision.” 





Bangle Adjustable Picture Bracelet 

The Excell Mfg. Co., Providence, R. I., are making a bracelet 
which is called the “Bangle Adjustable Picture Bracelet.” It 
has an identification plate made with a double surface, the 
outer one hinged. An oval opening under which is inserted 
a photograph of the wearer or a “movie” star, makes it a 
modern type locket. The company is offering a complete line 
of identification bracelets which are made in bangle and 
flexible chain types in nickel silver and sterling. The line 
is offered in popular prices and sold through wholesale jewel- 
ers. A series of twelve “movie” stars are to be shown in the 
bracelets. 
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New Clocks for Modern Homes 
(From page 33) 


situation, and can see a great improvement in our sales. 

“We have increased our turnover in electric clock sales 
by maintaining a large assortment on hand at all times. 
As soon as we sell a clock we replace it. People do not 
think of going anywhere else when they find that their 
jeweler is equipped to satisfy everyone’s taste. Merchan- 
dising is an important thing, and every jeweler can use 
more ability in making his sales. 

“Flectric clocks appeal to everybody who is interested 
in modern things. People are continually looking for 
new things, and business gets its stimulus through their 
sale. The jeweler must feature new developments in his 
line, and the electric clock furnishes this opportunity. It 
used to be true that there were no notable changes in a 
jeweler’s merchandise for 10 or 20 years at a time. 

“We are creating the demand through actual salesman- 
ship for the new, non-interrupted electric clock, which 
runs through current interruptions. We show that this 
development offers virtually a master clock, which will 
not stop, regardless of local current conditions. This ap- 
peals to many, especially those from outlying districts, 
where current interruptions are frequent. 

“One chief objection to an electric clock is the cord. 
They simply hate the cord, women say! We reply that 
their table lamps have electric cords, and there is rarely 
an objection to these. Other customers want smaller 
clocks than are offered, and we reply that electric clocks 
are as small as it is possible to make them. It is true 
that dainty things are preferred in the more wealthy 
homes. 

“Eighty per cent of the electric clocks that we sell are 
bought for gifts. This shows the importance of empha- 
sizing the gift possibilities in this article, which is being 
used more and more for wedding and other annversary 
presentations. The electric clock is something compara- 
tively new, and therefore stirs the imagination of people. 

“It is surprising the number of single girls who buy 
electric clocks for their sweethearts to use on their office 
desks, and the office buildings of a city present many 
opportunities for sales. During the past 12 months our 
calls for eight-day desk clocks has been negligible, because 
in their place we sell electric models, which are offered 
in many desk styles. 

“When office or home clocks sold for $35.00 or $40.00, 
only few of them were sold as gifts. People will spend 
from $10.00 to $15.00 for a gift, and in this price range 
they are now able to buy a beautiful electric clock, equally 
as good looking and probably more accurate than the old 
key-wind clocks. Customers intending to spend only $5.00 
for a clock often will go as high as $15.00. 

“When a particularly choice gift is desired, stone or 
onyx electric clocks are ideal. The stone or marble is 
natural in its grain, and no two 4re alike. Clocks which 
are ivory or black predominate in sales, because these are 
neutral colors which will fit into the color scheme of 
any room. The better type of chromium-plated clocks 
is also attractive. 

“Boudoir electric clocks lead in our sales this year, 
and we sell many more of them than we do of mantel 
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clocks. Most people have a key-wind mantel clock which 
they do not wish to discard. 

“We find that the automatic electric alarm is an es- 
pecially good seller when the salesman takes the time to 
explain its feature. The average person is not acquainted 
with this clock, but soon sees the advantage of not having 
to pull a lever each night in order to have the alarm 
sound. Resetting of the alarm is automatic, the only 
need being for shutting it off. 

‘“‘When a prospect asks to see alarm clocks, I say, ‘Here 
is the last word in electric alarms, which needs no atten- 
tion. With this clock, there is one less nuisance, one 
less chore to do.’ The last thought of the average person 
at night is, ‘Did I set the alarm’? An electric alarm 
clock which does not show the fact that it has an alarm 
is suitable for use in any room of the house. 

“A few clocks in a window would be ineffective, but 
we always get results in sales from an entire window 
of electric clocks. It pays to have these window displays 
often. With each clock, we place a card showing its 
price. 

“We place cards in clock windows with such inscrip- 
tions as, ‘The modern home has the modern clock—the 
electric clock.’ All of our merchandising is aimed toward 
showing that this article is modern in its design, modern 
in its labor-saving advantages, modern in its accuracy, 
and in every respect represents the most advanced meth- 
ods of clock manufacture. People like to be modern.” 


Have You Checked Your Display Lighting? 
(From page 43) 


from 50 to 150 footcandles. A sufficient number of light- 
ing units should be installed so that a variation in the 
amount of light is possible, either by a change of lamp 
size, or by use of two or more circuits controlling 
alternate lamps. Mazda lamps up to the 500-watt size 
may be used to produce the desired amount of light on 
the display. 

Colored light in the display window adds considerably 
to its attracting power, particularly when it is carefully 
and appropriately applied. Tests indicate that in displays 
where color has been introduced, 40 per cent more people 
are attracted than are if no color is used. Spotlights in 
each window are often best for applying colored light on 
the display. Often the characteristic color of a display 
can be greatly intensified by a flood of light of the same 
color. Some of the color media which may be used are 
colored lamps, glass color caps, colored gelatin sheets, 
and colored glass plates. 





Robert E. Locher designs “Modern Classic” pattern for 
Rogers, Lunt & Bowlen Co. 


Rogers, Lunt & Bowlen will announce to the public through 
national magazines, within the next two weeks, a new pattern 
designed by Robert E. Locher. 

To architects, designers, and decorators Mr. Locher needs 
no introduction as among such he is recognized as one of 
America’s outstanding contemporary designers. His commis- 
sions have called him from Bayville, Long Island, to Miami, 
Fla.—from New York to Paris and London. 

Rogers, Lunt & Bowlen say that they very naturally feel 
proud in being able to present to the jewelry trade and to the 
public the art of Robert E. Locher in sterling silver tableware. 
They have named it “Modern Classic” for they regard it as 
a classic of the modern day, the work of a master designer. 














INDEX TO ADVERTISEMENTS 








ere re 88 Ramten, TT. BiG Gem... 2. «.5.%.. 86 Pairpoint Corporation ...... 65 
Aisenstein-Woronock & Sons, Inc. 68 Hamilton Watch Co. ........... 25 Philadelphia College of Horology R38 
American Gem Society .......-. 66 Hand, James L............ 2 ake Piccadilly Hotel .......... .. oe 
American Weekly, The.......... 5 Handy & Harman ............. 26 Piteairn, Wm. 8., Corp. ......... 85 
Arnstein Bros. & Co. ........ 48, 50 menrizvere, JG Li... 6.5 seca 8 
et Metal Works ..........2... 15 Haviland, Theodore, & Co., Inc... 85 
Heinrich & Winterling, Inc. ..... 85 Reeve & Mitchell Co. .......... 90 
Baker & Co. ......... 7. emeen died. 2... boven 83 Richheimer, Jerome ........ 50, 52 
Myers srs so heslsle'. Salg gud lal 84 Hoke, Inc. 90 Robinson & Sverdlik ....... 46 
Bechtel, Joseph B., & Ga: Inc.... 88 Holmes & Edwards Silver Co. - Rogers, Lunt & Bowlen Co. ... 56, 57 
ES Ea re 84 Inside Front Cover, 1 molend Gioor Co. .... 5.5% 6s..408 80 
Becker-Heckman Co. ........... 84 Humbert, Alfred, & Son ........ 83 Rosenberg, Joseph ......... 50 
Bennett, T. S., Finding Co., Inc.. 82 Rosenberg, Paul ............... 84 
Bienenfeld, Jacques, Inc. ....... 51 International Silver Co., Rosenthal China Corp. ...... .. 85 
Rene OO Oe... 2.0.5... 67 Inside Front Cover, 1, 27, 28 Rosenthal & Kaplan............ 54 
Bowman Technical School ....... 83 Royal Dial & Refinishing Co. .... 79 
Bradley Polytechnic Institute.... 96 ; ; Russell, Lester ............. 47 
Bradley & Hubbard Mfg.Co..... 64 Jewelers’ Technical Advice Co.... 90 
Bristol Seamless Ring Co. ...... 11 Johnson, Matthey & Co. ........ 86 
Brogan, Byard F............... 83 Johnston, Wm. N. ........6655: 96 Schick, Harry C., Inc. ........ . 82 
Brooklyn Purchasing Syndicate.. 96 . Schuman China Corporation ... 85 
Kahn, L. & M., & Co. ......... 50, 52 Shteinshleifer, N. L. ....... ... 90 
Caplan, Hyman N.............. 83 Katz & Ogush, Inc. ............ 4 Simons Bros. Co. ............. 68, 83 
Chase Brass & Copper Co., eee ree 80 Solky Bros., Inc. ............ 80 
12, 17, 18, 19, 20 Kestenman Bros. Mfg. Co. ...... 82 Sommer, Charles W., & Bro., Ine. 47 
Chinese Gems Co. ............. 79 Kirk-Rich Dial Corporation..... 84 Special Notices ...... ..92, 93, 94, 95 
Clinton Refining Co. ........... 83 Kirkpatrick, Arthur H.,Inc..... 47 Spyco Smelting & Refining Co.... 88 
Conant, Charles H.,& Bro. ...... 47 Klitz, Robert H................ 50 Star Watch Case Co. ........... 16 
ER ER ae 84 Knickerbocker Hotel ........... 83 Miern Bree CO. 4... 6. okie ns 53 
Copeland-Thompson & Co. ...... 85 Krolik, Albert, Co. ....... eS 46 Stern. Oo... Br... onsen csaee 79 
a re nary eae Sane 69 Straub, Paul A., & Co. ......... 85 
Croninger, Ed. H.,Co. .......... 84 Ng ole ate es 84 
Cussiet Bh Moby ..... 2... 2.0065 80 Lees & Sanders, Ltd. ........... 90 Swiss Hairspring Service, Inc. .. 79 
Leiman Bros., Inc. ............. 90 
Dee, Thomas J.,& Co. .......... 86 i ae 85 
DeFrece Watch Co., Inc. ....... 79 Leys, Christie & Co. ............ 80 Tavannes Watch Co. ........... 55 
Demavest, Prank S. .....::.::.. 46 Tharaud, Justin, Inc. ..... .... 6 85 
Dimes, Richard, Co. ....... $30. 82 Manchester Silver Co. ........ 60, 82 Tete, Arthur B. ..........4.. 46 
Dingee, C. W., & Co. ........... 51 Marblette Corporation ..:....... 6 Tyler, Baward BR. ..............: 96 
Marsh, C. A., & Co., Inc. ........ 82 
Eitelbach, Walter, & Co., Inc.... 47 Marsh & Kaye ................ AT 
Elgin National Watch Co. ...... 23 Marx, Louis N................. go _-;U. S. Watch Dial Corp.......... 79 
Empire Smelting & Refining Co.. 83 Micallef, A. & Co. ............. gg Untermeyer, Robbins & Co. .. ... ” 
Eureka Manufacturing Co. ..... 82 Michel, D.M..................-. 51 
Excell Manufacturing Co. ...... 22 Mikimoto, K. ..... Inside Back Cover a a 35 
Felsenfeld, Jack J.............. si tases ieee laadae Si ” 
Franklin, Jules, Inc. ........... 50 Wachenheimer ................ 2 
Fulmer & Gibbons ............. 83 Nathan, B. & Co. ..........: 8, 79 Want Advertisements . 92, 93, 94, 95 
National Jewelers’ Mutual Fire Sind ihn te.  ....... 91 
Gemex Co. aa cae epaete wads 9 Insurance Se iS cee needs 84 a 62 
Goelet Building ....... 46, 47,50, 51 ~~» Nye, William F., Inc. .......... 90 Wedgwood, Josiah, & Sons, mane _ 
Gorham Co. ................... 58 Westerman Manufacturing Co... 80 
Graffe & Stanek ............... 84 Oneida Community, Ltd., White, S. S., Dental Mfg.Co. .... 66 
Grinberg, P. Irving.......)..... 46 Outside Back Cover 
SPT ETT TTT Te 10 Oppenheimer, H.& E........... 51 
Gurfein, Louis, & Son........... 54 Optical Journal & Review ..... 68, 90 ZAVMKUNON, BOR... ks 6 esses: a: i 
98 THE JEWELERS’ CIRCULAR 


for April, 1934 











Chicago Notes 


(From page 8&5) 


and reported the holdup. About 7 o'clock 
that evening there was a telephone call 
at his home and calls were made at in- 
tervals until after 10 o'clock when he 
arrived home. He was advised that they 
had taken the wrong man and if he 
would drive to a certain place out on the 
road and walk so many feet in different 
directions he would find that his loss 
consisted only of one day's business. He 
immediately drove out and found every- 
thing just as it was when he packed it 
early in the day. Mr. Epstein’s stock 
consisted of about $2,000 worth of 
medium and low priced jewelry. 





Charles P. Hofman 


SPRINGFIELD, OnH10, March 6.—Chase 
P. Hofman, 70, president of the Hofman- 
Green Jewelry Co., of 15 E. High Street, 
Springfield, died at the Good Samaritan 
Hospital here at 4.30 p.m. Monday, fol- 
lowing an operation performed several 
weeks ago. He was engaged in the 
jewelry business in Springfield for 41 
years. He was known outside of his 
business as watch inspector for the D. T. 
and I. railroad and as the first watch in- 
spector of the Ohio Electric and the 
Springfield-Zenia Railroad Co. 

He leaves two daughters, Mrs. F. W. 
Cox of 633 Ridgedale Drive, Dayton, and 
Mrs. Ralph W. Patterson, of 140 
Brighton Road, Springfield; a_ brother, 
O. S. Hofman of Plymouth, Ohio; a sister, 
Mrs. J. G. Graham of South Pasadena, 
Cal., and three grandchildren. 

For a number of years he was presi- 
dent of the Springfield Merchants As- 
sociation and the Springfield Automobile 
Club. 





Chatons Now Duty Free 


WASHINGTON, D. C.—The Department 
of Commerce has word from Commer- 
cial Attache Lynn W. Meekins, at Lon- 
don that an order was promulgated 
there, effective Feb. 5, granting duty 
free admission into the United Kingdom 
to glass imitation diamonds (commonly 
known as chatons) not set, mounted, or 
strung. 

This exemption was granted for the 
purpose of assisting the domestic jewelry 
manufacturers it is stated. 





Platinum Market 


Platinum prices, as of March 26, were 
officially quoted as: 


EE Pade eae ic ae cedene aus Darcie $38.00 
Containing 5% Iridium .............. 39.25 
Containing 10% Iridium .............. 40.50 
NS ee eee 60.00-65.00 
WOUGOM. oo 65 ince none vbcees 04s 2 OUCRe0G 





Price of Silver Bars 
o.. 5; Newly- 


Government New Mined 

London Assay Sell- York Domestic 
Date Official ing Price Official Silver 
March 5 20% 485% 46% 64% 
March12 20% 491% 46% 64% 
March 19 19% 47, 45% 64% 
March 26 20 48 4554 64% 
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JAMES L. HAND 


‘America’s Leading Jewelry 
Auctioneer” 


14 Maiden Lane, New York 
Telephone: Rector 2-0677 


Cable Address: Handsale, New York 





WE ENDORSE 


the Codes of Fair Competition for the Retail Jewelry Trade. We stand 
back of President Roosevelt, Hugh S. Johnson, Wm. D. McNeil and the 
American National Jewelers Association in its enforcement. The Hand 
auctions will be conducted strictly according to the Code. This will 
result in extra high standards with the consequent protection of the 
interests of the buying public and the jeweler. We have conducted honest 
auctions for many years and are glad to do our part to promote the 
welfare of the Retail Jewelry Trade. Adherence to the code will eliminate 
illegitimate auctions and “cut price” sales. Its requirements will go far 
toward the return of prosperity. 


@ Free information on 
how to conduct an auc- 


tion under the Code. 


@ Write for illustrated 
Book on Auctions ex- 
plaining ethical methods 








endorsed by jewelers Write or wire. Cor- 
everywhere. respondence' confiden- 
tial. 
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A Distinct Advertisements 


Our April mat service consists of these four distinctive 
ads—each four inches wide by six inches high. 


| . The retail jeweler is headed into the second best selling 
oe season of the year. Are you going to take advantage of 
ee a ; - 8 
The Bis S.. it?’ What an opportunity for constructive advertisi 
Moment in featuring early Graduations, Engagements, Weddings, — 
uATION § || and Old Gold. 4 


During the month of April, try out these four ads. Com. 
plete mat costs but $1.00. If this service, which is con. 
fined to one jeweler in a community, is still available for — 
you, send in your order with $1.00, and the mat will he — 
forwarded to you promptly. 4 











Take advantage of the upturn in business. Get your 
share of it by advertising now. 
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